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When your customer has a check which carries the watermark, Hammermill 
Safety, he has in his hand a name he knows. For more than 30 years he 
has seen it advertised in the national magazines he reads. 

Literally billions of pounds of Hammermill papers have flowed 
across the business desks of America. The name has earned its good 
standing with the public. 

The Hammermill watermark is a plus value in checks that only 
Hammermill Safety can give you. It is an unobtrusive reminder that 
even in the matter of choosing paper, sound business judgment guides 
your bank management. That, we think, is good public relations. 


We'd like you to know this fine check paper better, and we'll be glad to send you without 
obligation a Hammermill Safety sample book. No salesman will call. Just send a note on your 
bank letterhead to Hammermill Paper Company, 1503 East Lake Road, Erie, Pennsylvania. 
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LETTERS 








Federal Reserve 


Strs: I have read with interest ‘““The 
Federal Reserve in World War II.” 
RoBERT F. WaGNeER, -Chairman, 
Committee on Banking 
and Currency, United States Senate, 
Washington, D. C. 


Stns: I have read with considerable 
interest Governor M. S. Szymczak’s article, 
‘The Federal Reserve in World War II.” 

JoHN W. SNYDER, Director, 

Office of War Mobilization 
and Reconversion, 
Washington, D. C. 


Strns: The article on “The Federal 
Reserve in World War II’ by Governor 
Szymczak is an intriguing one. 

Cioyp H. Marvin, President, 

The George Washington University, 
Washington, D. C. 
+ + . 


Western Bankredit 


Strs: I have just finished reading with 
considerable interest the article in your 
August, 1945, issue entitled ‘Western 
Bankredit.” 

It has long been my opinion that some 
such organization should be worked out 
among the banks to offer a uniform service 
to borrowers and at the same time to give 
national or regional coverage in the financ- 
ing of products, particularly automobiles. 

Leo Ho.LMEs, 

Executive Vice-president, 
Brownfield State Bank, 
Brownfield, Texas 
* . . 


To Speed Housing 


Sirs: Desiring to co-operate with the 
Builders Association of Metropolitan 
Detroit, The United Savings Bank of 


Detroit prepared a unique advertisement 
and published it for three days in the three 
leading newspapers. 

There is an ample supply of materials on 
hand in Detroit for the construction of 
3,500 new homes for which priorities have 
been issued. In addition, several hundred 
priorities have been issued to World War II 
veterans. 





WANTED 


CARPENTERS! 
MASONS! 


[F700 270 * carpenter or bricklayer, now is the 
time to get back into your trade. Detroit is short 
of homes. The materials are here, ready to build 
them, but the shortage of carpenters and brick- 
layers is holding up this necessary works 


Immediate employment is available at high 
wages and excellent working conditions. For further 
information contact the Builders Association of 
Metropolitan Detroit—1503 Dime Bidg., CH 7792. 


if You Are a Veteran— 
or Want to Learn a Trade 


There is a remarkable opportunity for qualified 
men to earn while learning. Wages for apprentices 
are high. You will be well paid as an apprentice 
and will be trained by competent men. 


If you are a veteran, in addition to your regular 
wages, you can arrange through the Veteran’s Ad- 
ministration for the authorized Government allow- 
ance while learning the trade. For further infor- 
mation call Cherry 7792. 


* 


Published in the Interesi of the Building Industry to Assist 
in he ¥ diate R ion of Residential Building 





By the 
UNITED SAVINGS BANK, of Detroit 








Within twenty-four hours after the last 
ad had appeared, the Builders Association 
office reported a total of 202 personal 
applications for employment, resulting in 
the immediate placement of twenty-seven 
experienced carpenters, forty handy men 
to assist carpenters, ten experienced brick- 
layers and stone masons, five men with 
experience in masonry, and seven others. 

That part of the ad addressed to veterans 
also had an interesting response, with 
thirty-six veterans applying for paid train- 
ing as apprentice carpenters under the 
Veterans Administration educational pro- 
gram. 

WiuiaM M. Stocum, President, 

The United Savings Bank of Detroit, 
Detroit 26, Michigan 


o ° ¢ 


Bank Window Display 


Strs: Enclosed is a photograph show- 
ing crowds looking at a display in one of 


Farmers Deposit National Bank, Pittsburgh 
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the bank’s windows, featuring the Westing- 
house Electric Corporation. 

The display consisted of a map of the 
Pacific’ area, and included a number of 
models of Westinghouse products produced 
for war purposes. The display was tied in 
with radio station KDKA and several news 
casts were made daily through the loud 
speaker shown at the top of the window. 

The display was put in about three 
weeks prior to V-J Day. 

RicHaArD H. WELLs, 

Assistant Vice-president, 
Farmers Deposit National Bank, 
Pittsburgh 30, Pennsylvania 
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Goin the Pavadae thi 
Property Protected! 


x ‘* 


HETHER it is your family, your home, your car or your 
business, there is a special form of protection designed to 
properly insure you. 


When your next policy or bond comes up for renewal, or if you 
are in doubt as to whether you are fully protected, call in a good 
Insurance Agent or Broker. Be certain you have the proper cover- 
age for your present exposure. 


We will welcome the opportunity to serve you through our Agents 
or your own Broker. Specify either American Surety or New York 
Casualty and be assured of good service. 


Join the parade of the properly protected for real peace-of-mind. 


Dependatle zs i hs merca 
AMERICAN SURETY COMPANY #4 NEW YORK CASUALTY COMPANY 


100 BROADWAY « NEW YORK ~ wae AGENTS AND BROKERS EVERYWHERE 
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In the TREND of BANKING 








Finishing the Job 


SEE COVER) Seated in the picture, left to right: 
Messrs. H. H. Bredlow, G. H. Pabst, H. E. Reed, 
J. E. McDavid, L. C. Paull, L. O. Simonds. Stand- 
ing: W. Wilson, R. O. Dunhill, W. B. Conner, 
ir., R. W. Kneebone, E. K. Hoover, S. W. Prenosil, 
P. M. Eliot, F. C. Rathje, F. M. Knight, F. Naber, 
J. E. Hollingsworth, C. F. Knox, M. M. Town- 
send, W. J. Dwyer, A. D. O’Connor, L. L. Hem- 
ingway. Mr. Prenosil is director, Banking & In- 
vestment Section, War Finance Division Treasury ; 
Mr. Rathje, president, Chicago City Bank and 
rust Company, is incoming A. B. A. president; 
Mr. Knight, vice-president, Continental Illinois 
National Bank and Trust Company, is new chair- 
man of the A. B. A. Committee on War Bond 
Drives. Others are leaders of state war finance 
committees, including a number of bankers, and 
representatives of the A. B. A. 


Banking is again being called upon to 
shoulder the bulk of the load in the last of 
the bond drives, the Victory Loan Drive, 
which starts October 29. 

To formulate plans for such participa- 
tion, the Treasury arranged a Washington 
meeting on September 17 with banking and 
investment chairmen from about a dozen 
states. Among those attending was 
Francis M. Knight, vice-president of the 
Continental Illinois National Bank and 
rrust Company, Chicago, who is the new 
chairman of the A. B. A. Committee on 
War Bond Drives. 

A series of six regional conferences were 
also to be held starting September 25, at 
Albany, Cleveland, Dallas, Miami Beach, 
Milwaukee, and Portland, Oregon. 

The program of the A. B. A. in the 
Victory Loan will follow the same pattern 
as the Seventh War Loan, being directed 
toward stimulating sales to individuals 
through personal solicitation. Several 
issues of ‘“The A. B. A. Victory Loan Cam- 
paigner’’ in newspaper format will be issued 
to the banks to provide information and 
merchandising suggestions. It is expected 


that self-interest will be a salient promotion 
theme in the drive, now that the war has 
“They 


terminated. The slogan will be: 
finished the job—let’s finish ours!”’ 





( nneepememeemememeemmemmeeeemmeeemmmemeeemeamemeammaememeata saeeamunesaeeeaaememaccaccmmcmmcacs | 
WHY THE VICTORY LOAN IS IMPORTANT 
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Attendance was limited to the organization committee 


“Self-interest’’ to be a salient theme of Victory Loan Drive 


Auditors,Comptrollers Meet 


While relaxation of war restrictions came 
too late to permit a full-scale convention, 
an annual meeting of the National Associ- 
ation of Bank Auditors and Comptrollers 
was held September 10 at the Drake 
Hotel, Chicago, with attendance limited to 
members of the organization committee. 

Primary business of the meeting was the 
election of officers. Ben N. Jenkins, 
assistant vice-president, The First Na- 
tional Bank and Trust Company, Okla- 
homa City, Oklahoma, was advanced to 
the presidency, succeeding John C. Shea, 
assistant vice-president, Whitney National 


Bank auditors and comptrollers, at annual meeting, report record year for the association 





Bank of New Orleans. During the past 
year, as first vice-president, Mr. Jenkins 
directed the work of the organization 
committee and at the annual meeting 
reported the largest increase in association 
membership of any one year. 

Election results. Other officers ad- 
vanced in rank are: first vice-president, 
Arthur R. Burbett, comptroller, First 
National Bank of Baltimore; second vice- 
president, Mills B. Lane, Jr., first vice- 
president, Citizens and Southern National 
Bank, Atlanta; secretary, Paul D. Wil- 
liams, comptroller, Corn Exchange Na- 
tional Bank and Trust Company, Phila- 
delphia. The newly elected treasurer, who 


New officers: Messrs. Lane, Jr.,Burbett, Jenkins, Williams, Lyle 
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will thus be in line for the presidency in 
1949, is Edward F. Lyle, comptroller, City 
National Bank & Trust Company, Kansas 
City, Missouri. 

The entire meeting was devoted to busi- 
ness sessions. At a noon luncheon, George 
McSweeney, president, DeLuxe Check 
Printers, Inc., Chicago, addressed the 
group on “Your Organization.” Clifford 
S. Young, president, Federal Reserve Bank 
of Chicago, spoke on “The Auditor as a 
Vital Factor in the Bank” at the annual 
dinner in the evening. 

Regional district meetings, discontinued 
during the war, will be resumed. The 
Ninth Mid-Continent Regional Conference 
will be held in Milwaukee, Wisconsin. 


Seaiurvannneeani neti 
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‘*Painless’’ Staff Education 


A novel program of staff education, an 
adaptation of the radio quiz idea, has been 
introduced by the Federal Reserve Bank 
of Minneapolis. It has proved so success- 
ful in giving employees a better knowledge 
of financial operations that the Reserve 
Bank has released details of the plan, with 
the thought that commercial banks and 
other institutions may wish to adopt 
similar projects. 

Called a “Quiz Contest” by its sponsors, 
the program involves the posting of five 
questions and sources of answers in the 
bank and its war bond Annex each Wednes- 
day. The following Tuesday those whose 
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Understanding 
_ Institutional 


Requirements 


We offer to institutions the results of 
years of experience in helping to meet 


the special requirements of this type 


Because of our nationwide facilities 
and knowledge of comparable security 
values and markets, our Institutional 
Department is utilized by many or- 


ganizations in all parts of the country. 


We cordially invite you to take ad- 


vantage of these services. 


Merrit LYNCH, PieRCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


Offices in 87 Cities 
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names have been drawn from a container 
are telephoned while at work and asked for 
their answers. Awards of cash are made 
for each question correctly answered, with 
calls being continued until all five questions 
are answered or until 15 names (drawn 
each week) are exhausted. 

In addition, to provide extra interest, a 
“jackpot” question, which has not been 
specifically posted but for which the 
answer source has been given, is asked of 
each of the 15 contestants. A stated sum 
is divided among those answering it 
correctly. 

Contest details. Two “quiz masters” 
alternate in making the phone calls, and 
30 seconds is allowed for the answer. The 
questions asked are selected to encourage 
dissemination of the greatest amount of 
information in connection with banking in 
the Ninth Federal Reserve District. Every- 
one has a chance to win more than once, 
since names are placed back in the con- 
tainer after each drawing, to encourage 
continued interest and study. Answers to 
the questions are posted in the bank 
shortly after the phone calls have been 
made. Officers, department heads, and 
contest personnel are the only ones ex- 
cluded from participation. 

Employees have evinced a growing 
interest in the contest. It not only brings 
about a better knowledge of the specific 
points raised, but has been found to pro- 
mote “post-mortem” discussions of the 
subjects in general. It has also served to 
put senior men and department supervisors 
on their toes, as members of their units 
sometimes come to them for a fuller 
explanation of answers. 

Experience thus far indicates that the 
plan has real value in acquainting em- 
ployees with banking practice and in 
fitting them to be more efficient bank 
workers. 


Small Business Term Loans 
for Capital Purposes 


About six weeks before Japan’s sur- 
render, Bank of America began to feature 
its term loans for small business for capital 
purposes. This service met with an im- 
mediate acceptance in California and soon 
reached a volume of approximately a 
million dollars a month. Since war’s end 
the number and volume of these term 
loans has been steadily increasing as war 
veterans return and are discharged, and 
war workers are laid off and seek to find 
outlets in businesses of their own. 

This plan recognizes the need of small 
business for access to capital financing at 
low cost, aside from the normal commer- 
cial loan services for ordinary operating 
purposes. This lending facility is intended 
for anyone planning to expand a going 
concern, to start a new business or buy an 
established business. 

57 varieties. To daté a total of 57 dif- 
ferent varieties (actually) of small busi- 
ness are being financed under these term 
loans. The listing of small business clas- 
sifications ranges through the alphabet 
from airport hangars and auto courts to 


_ welding shops and X-Ray laboratories. 


The borrowers, whether individuals, 
partnerships or small corporations, get 
loans for capital purposes in amounts from 
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United States Government Securities 


A Servue for Portfolio Managers 


For more than 25 years we have been dealers 
in United States Government Securities. The 
facilities of our Bond Trading:Department are 
available to portfolio managers and we are 
prepared to offer suggestions regarding the 


composition of Government Bond portfolios. 











Collection of Par and Non-Par 
Checks 





Collection of Notes, Drafts, 
Coupons, Matured Bonds and 
Other Items 


Servicing Loans to Brokers and 
Dealers 





Participation with Correspondent 
Banks in Loans to Local 
Enterprises 








Transfer of Funds, Remittances 
and Domestic Money Orders 





Credit Information 


Dealers in United States Govern- 
ment, State and Municipal 
Securities 





Investment Information 





A Partial List of Bankers Trust Company Services to Banks 


Safekeeping of Securities 





Consultation on Pension and 
Profit-Sharing Plans 








Commercial Paper Purchases 








Receipt and Delivery of Securities 











Co-Paying or Exchange Agent, 
Co-Transfer Agent or Registrar, 
and Co-Depositary 





Trust and Reserve Accounts 





International Trade and Foreign 
Banking Facilities 
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BANKERS TRUST COMPANY 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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BANK OF AMERICA 


TERM LOANS 


for SMALL BUSINESS 
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Hove yon accumulated savings of have you s mat worth to at leatt 
3 third of the required mvestment rate be" 


4 |S there a definate need (or can you create one) im the communsty for the busi- 
fess you want to start? 


5 Do you have sufficient life insurance to cover the loan ? 
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HERE ARE A FEW MORE SPECIFIC 
ITEMS TO CHECK 
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TERM LOAN AGREEMENT 


‘When term loans are made for amouhts in excess of $2500 the 
loan agreement will usually cover the following points: 
The of 
1 inom pt sho 1m armngectimal adatom —<— 
be figured after estimated tanes and loon payments, but belore de 


4 The amount of working capital to be maintained in the business. 


‘The masntenance of a simple and sound accounting system 
1 Siotnimnenseee 


The promotion program also includes broadsides, display advertisements and newspaper articles 


$500 to $10,000 or for greater amounts. 
The average loan to date is $9,110. Loans 
are repayable in from 12 months to five 
years or longer on a definite program of 
monthly, quarterly or semiannual payments, 
all arranged so that the borrower may dis- 
charge his indebtedness in ratio to the 
earnings of the business. 

The advertising campaign introducing 
the new service was spearheaded by dis- 
tribution of an attractive 6” x 9” illustrated 
booklet printed in colors, which tells how 


working capital on a programmed basis 
can be obtained for small business, and 
includes lists of points to check off when 
buying an established business or planning 
to start a new business. If the prospective 
buyer can answer favorably all the ques- 
tions on these check lists as well as the 
listed qualifications for a bank term loan, 
he knows his chances for success in the 
proposed venture look good. 

Other promotion. The booklet was 
supplemented by two small broadsides, one 
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for Nothern California and the other for 
Southern California, calling attention to 
the booklet. These have been mailed to 
retailers, wholesalers and small business 
men throughout the state. 

Newspaper advertisements are appearing 
in hundreds of California papers. In addi- 
tion, a series of five suggested newspaper 
articles have been prepared based on the 
theme, “Is Anybody Helping Small Busi- 
ness?” The returns coming in show that a 
number of newspapers are running the 
articles as an aid to small business recon- 
version in their communities. 

It is estimated that 60 per cent of these 
loans made so far under the program are 
for purchase of a new or existing business, 
and 40 per cent for expansion of businesses 
now owned. 

Although this term loan plan has been 
formally launched only a short time, 
already it is proving to be one of Bank of 
America’s most popular services for the 
“little fellow.” 


New Dealer Financing Plan 


Nash-Kelvinator Corporation has an- 
nounced a plan for financing the inventories 
of its automobile dealers through credit 
arrangements with their own local banks. 

Under the plan the dealer’s bank gives 
to Nash Motors a continuing commitment, 
which is called a “wholesale drafting com- 
mitment,” in which it agrees to pay upon 
presentation sight drafts for Nash auto- 
mobiles as they are shipped to the dealer. 
This gives the factory the assurance that 
the cars will be paid for as shipped. On 
the other hand, the bank is protected by a 
provision in the’ commitment for can- 
cellation at any time. 

Nash will send an advance notice of 
wholesale shipment to the bank when the 
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Lasting solutions to the problems of reconversion, plant-rehabili- 
tation, taxation, introduction of new products and expansion of 


plants and markets all must rest on a base of sound and adequate 
capital. 


As one of the largest investment banking organizations in the 
country, The First Boston Corporation within the recent past, 
either alone or in association with others, has underwritten 


new corporate security issues ranging from $200,000 to over 
$100,000,000. 


Obtaining capital for well-managed and growing American 
corporations—and designing sound capital structures to meet the 
competitive conditions that lie ahead—are primary functions of 


this nationwide organization. 


A discussion with executives in our Boston, New York or other 


offices might prove most timely and involves no obligation. 





The 


FIRST BOSTON 
CORPORATION 


100 Broapway, New York Executive Ofices ONE FEDERAL St., Boston 


PHILADELPHIA CHICAGO SAN FRANCISCO 


BUFFALO CLEVELAND HARTFORD PROVIDENCE RUTLAND SPRINGFIELD 


- 
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dealer’s order is received. This notice will 
go forward approximately two weeks in 
advance of shipment and draft, which will 
give the bank time to do whatever is 
necessary to protect its interests, including 
the opportunity to refuse the draft. 

It has been pointed out that similar plans 
would aid the merchandising and distribu- 
tion of other consumer durable goods. 


° o SJ 


International House Opens 


In the recently opened International 
House, New Orleans, bankers and business 
men in the Mississippi Valley now have a 
convenient and distinguished point of 
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A compPLeTE financial service for 
correspondent banks, developed 
through more than eighty years of 
conservative banking is offered by 
The First National Bank of Chicago. 





Inquiries relative to any phase of 
this service are invited and will 
receive prompt attention. 


The First National Bank 
of Chicago 
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View of lounge, International House 


friendly contact with visitors from other 
countries. 

One of the moving spirits behind the 
project has been R. S. Hecht, chairman of 
the board, The Hibernia National Bank in 
New Orleans, with his wide experience in 
international finance and trade. The pro- 
gram developed out of a meeting of a small 
group of civic leaders in 1943, to discuss 
the post-war destiny of the Port of New 
Orleans and the Mississippi Valley. Eventu- 
ally more than $475,000 was raised to 
finance International House, the nine- 
story formerly Louisiana Bank Building 
on the corner of Gravier and Camp was 
purchased, and was handsomely remodeled. 

However, it is explained that Interna- 
tional House is far more than a fine club 
whose facilities are available to guests from 
other lands. Back of it is an organization 
with a permanent program to promote 
trade for the Mississippi Valley, and to 
cultivate friendly relations with other 
nations. 


« ¢ o 


Service to Country Bankers 


The Second National Bank of Houston 
has organized an agricultural department 
and engaged a full-time expert for the 
express purpose of working with country 
banks in helping their customers to be- 
come more prosperous, and in developing 
a sounder farm economy. The project 
represents a unique example of city bank 
co-operation. 

Mr. O. (Dooley) Dawson, agricultural 
college graduate and a veteran of the U. S. 
Soil Conservation Service, will have active 
charge of the project. It will be his 
responsibility to co-operate with Texas 
country bankers in rendering assistance to 
farmer customers, by imparting his knowl- 
edge of the latest and best in farming 
methods. 

“It is important to emphasize that this 
is essentially a country bank program,” 
states L. R. Bryan, Jr., president of the 
Second National. ‘“‘No work will be done 
by Mr. Dawson, or the agricultural depart- 
ment of the bank, except as requested by 
bankers of the community and through 
their whole-hearted co-operation. It is 
further pertinent to say that this is a 
program of community building, and as 
such draws no line between correspondent 
banks and those who have no account 
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relationship with The Second National 
Bank.” 

Mr. Bryan explains that the program is 
largely the outgrowth of the keen personal 
interest which Clarence Malone, president 
of the Guardian Trust Company of Hous- 
ton, has in agricultural problems and the 
welfare of country banks. When the two 
institutions ‘are officially merged, as is 
planned, Mr. Malone will become vice- 
chairman of the board of The Second 
National Bank, and will have over-all 
direction of the new farm program. 


* 7 ° 


Aggressive Selling 


The First-Central Trust Company, 
Akron, Ohio, in launching a determined 
drive for consumer goods financing busi- 
ness, has adopted proved selling and adver- 
tising principles that other aggressive mer- 
chandisers have utilized to sell their 
products. 

A Futura Purchase Club program has 
been organized, which involves systematic 
savings for down payments, and bank 
financing of remaining balances. To pro- 
mote the program, the bank is utilizing 
newspaper advertising, radio, house to 
house circularization, direct mail pieces, 
and booklets covering all types of consumer 
goods adaptable to bank financing. Futura 
Club members receive a quarterly booklet 
featuring new and improved post-war 
products. In the lobby there are colorful 
posters and counter displays illustrating 
these products. The bank also makes 
available, through its library of Buyers’ 
Information, the literature and catalogues 
from leading manufacturers. 

Local dealers have not been overlooked 
in the program. It is pointed out that the 
bank is stimulating their business without 
expense to them, and that it will be to 
their advantage to co-operate closely. The 
bank supplies the dealers with a quarterly 
digest containing articles of interest to 
them encompassing all lines of business. 

Perhaps the most interesting feature of 
the Futura Club plan is the definite way it 
ties together the idea of systematic savings, 
up to the down payment point, with the 
assumption of bank financing of the 
balance. 

+ > > 


Banker Suggests Alternative 
Full Employment Program 


It is sometimes asserted that bankers as 
individuals should take a more active and 
direct interest in politics and political 
developments, in view of the broad effect 
which legislative decisions of an economic 
nature have on banking operations. 

A constructive example of such partici- 
pation was the recent appearance of Wil- 
liam L. Kleitz, vice-president, Guaranty 
Trust Company of New York, before the 
Senate Banking and Currency Committee 
in its hearings on the Full Employment 
Bill. 

While expressing sympathy with the 
broad purposes of the bill, Mr. Kleitz 
stated that in his opinion responsibility for 
full employment should not be assumed by 
the Federal Government, for it would 
necessarily lead to the exercise of powers 
that would eventually destroy the free 





enterprise system. He asserted that the 


net effect of the bill would be to impair 
confidence of private industry and thus to 
decrease employment opportunities. Also 
that the advance estimates for the pro- 
posed National Production and Employ- 
ment Budget cannot be sufficiently reliable. 

Specific suggestions. As an alternative, 
Mr. Kleitz suggested a program to stimu- 
late production and employment by im- 
proving the general “‘economic climate.” 
Thus he contended: ‘Fiscal policy should 
aim at a balanced budget; a minimum tax 
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Experience 
Service 
Cooperation 


Manned by officials with years 
of experience, Our Correspon- 
dent Bank Division renders a 
complete service, conducted in 
an intimate and personalized 











manner. 


The guiding policy is one of 
cooperation in all matters of 
mutual interest: 
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Produce... 


Management will soon face the prob- 
lem of maintaining high level “take 
home pay” for the shorter work week. 
If unit costs are to be kept down a 
new type of “speed-up” is called for, 
with emphasis on how to produce 
easier rather than faster. 


Whether we are responsible for the 
flow of checks thru 2 bank, or jobs 
thru a factory, our task will be to 
simplify and streamline each opera- 
tion so that the work is done with a 
minimum amount of effort. We must 
provide tools, methods, surroundings 
and working accessories so perfect 
that more and better performance can 
be obtained—easier. 


FASTER—EASIER 


So, in the case of bank checks, the 
printed name of the customer is easier 
to read than his signature. As these 
imprinted checks pass thru the hands 
of operating people they will be 
sorted and filed more swiftly, more 
accurately —easier. 


Whether you wish to sell Personalized 
Checks to those of your customers 
who prefer individuality and who are 
willing to pay the small cost, or whether 
you want to make them available to 
everyone, DeLuxe has a package that 
will meet your needs. Whether you 
want one order of 200 checks for $1.25, 
or one thousand such orders, DeLuxe 
would like to handle the assignment. 
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Once... you had to bring your letter 
to the postoffice, pay the postage in cash. 
And people thought the U.S. postal 
system was a big improvement over 
sending mail by private messengers>;. 


Then . .. you had to buy a stamp for your 
letter; wet the stamp and stick it on, drop the 
letter in a mail box. And people said 

postage stamps were a great invention, a lot 
better than paying cash at the postoffice! 





Now... you can use a postage meter!... 
which provides any value of postage needed, for 
any kind of mail—prints the stamp directly on 
the envelope, seals the flap at the same time, 
protects and records postage, speeds up mailing 
in your office, speeds up mail in the postoffice! 
Every office can use a postage meter. 
Any office can afford one! 

Pitney-Bowes is making postage meters 
again. Inquire at our nearest office—or write 


for an illustrated booklet! 





pitNey-sowes Postage Meter 
Prrney-BowEs, INc., 3190 Pacific St., Stamford, Conn. 


Originators of Metered Mail, largest makers of postage meters 
Offices in principal cities. In Canada: Canadian Postage Meters, Ltd. 
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burden, especially on business enterprise; 
simplification and stabilization of the tax 
system; and the use of taxation solely as a 
means of obtaining revenue, not as an 
instrument of social reform. Labor policy 
should aim at equal treatment for labor 
and management, with a minimum: of 
restrictions on the freedom of action of 
both, and with free access to the courts in 
all cases. Public policy in general should 
reflect a spirit of impartiality as between 
groups of citizens; and attitude of respect 
and good will toward honest business, 
whether small or large; and a recognition 
of the cardinal principle that profit is the 
very breath of life to enterprise and hence 
to employment.” 
+ * * 


New Business Idea 


The Emigrant Industrial Savings Bank, 
New York City, reports an unusual re- 
sponse to newspaper advertising urging 
readers to safeguard war bonds. The bank 
offers free safekeeping for these bonds to 
all who open accounts with the bank 
(the service is, of course, available to old 
depositors as well). Extensive advertising 
in daily papers contains a coupon which 
readers may fill out and send in for full 
particulars. 

Potential customers sending in the cou- 
pons are sent a courteous letter signed by 
W. F. Fitzgerald, assistant vice-president, 
outlining the plan for safekeeping bonds. 
It explains that “this service has been 
made as simple as possible with us for 
your convenience. Any bonds you own 
individually, either with or without bene- 
ficiary, or as co-owner may be left with us. 
It does not matter where you purchased 
them—as long as they are yours, we’ll be 
glad to care for them for you.” 

Along with the personalized letter from 
Mr. Fitzgerald comes a booklet, also with 
coupon attached, which can be made out 
and enclosed with check or money order in 
opening an account. The slogan above the 
coupon reads: “Open that account today 
to buy the things you want tomorrow!” 
The booklet further suggests that having 
an adequate emergency fund on deposit 
at the bank will insure being able to retain 
war bonds. 

a ° a 


ABC Auto Finance Plan 


An American Bank Credit Plan (ABC 
Plan) of automobile financing, which has 
as its objective a nationwide co-ordinated 
lending program involving bank participa- 
tion, has been launched by Arthur J. 
Morris, who founded the Morris Plan 
Bank system 35 years ago. 

Under the ABC Plan, one bank in each 
community may be franchised as a mem- 
ber, to discount customer paper for local 
dealers. Repossessions, collections and 
other servicing is to be handled by field 
representatives of the ABC organization. 
~ Bank credit refused by a local bank will 
be referred to a district headquarters for 
review, to assure a uniform liberality of 
credit policy. 

The cost of the syndicate’s services to 
bank members will be a deduction of 1 per 
cent of the face amount of new car paper, 
1% per cent on used car paper, and 1 per 
cent on wholesale paper. 
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74s remerican Gusiness Sends Peacetime Goods Abroad 


American business faces the greatest potential foreign demand in history for post- 
war reconstruction materials. To take advantage of this opportunity, intelligent 
planning mow is necessary. 


WHAT WILL BE MOST NEEDED? 
WHAT ARE THE CREDIT RISKS INVOLVED? 


Only information gathered from authoritative sources can provide dependable 
answers. Through its branches and correspondents abroad, The Chase is in a posi- 


tion to supply just such information. These facilities which are always at the disposal of 
our domestic correspondent banks provide a valuable service for their own customers. 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federa! Deposit Insurance Corporation 
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Thar a specific question which you alone can answer. But for 
the more general question: “How’s business in California?” any 
executive may find the answer on pages 6 and 7 of Bank of Amer- 
ica’s new book, “The California Trend.” 

This book, with numerous charts, gives you a factual picture 
of the California of today—the greatest market in the West, a 
market which promises still greater opportunities in the future. 

This bank, which serves all of California, has a complimen- 
tary copy of “The California Trend” ready for mailing to any interested executive. Write 
Bank of America, Dept. A. D., 300 Montgomery Street, San Francisco 20, or 660 South 
Spring Street, Los Angeles 54. 

Bank of America, a member of the Federal Reserve’ System and the Federal Deposit 


Insurance Corporation, has main offices in the two reserve cities of California—San Fran- 
cisco and Los Angeles. 











q RESOURCES OVER 4% BILLION DOLLARS) 


Bank of America 


NATIONAL RUST ASSOCIATION 


IN THIS NEW, FREE BOOK THERE IS A FACTUAL 
STORY OF OPPORTUNITY YOU WILL WANT TO READ 


Blue and Gold BANK of AMERICA TRAVELERS CHEQUES are. available 
through authorized banks and agencies everywhere. Carry them when you travel. 


In writing to advertisers please mention The Burroughs Clearing House 
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Messrs. Burgess, Rathje and Stonier conferring on association affairs 


Despite travel and other restrictions, the past A.B.A. year has been one of considerable progress 


LOOKING BACK—-AND AHEAD 





* 





B. A. Reports 


Presenting highlights of the past year’s activities, 
and advance information on important projects to come 


National Bank Division 

By President R. Otis McClintock, Presi- 

dent, First National Bank & Trust Com- 

pany, Tulsa, Oklahoma 

Of one activity of the division special 
mention may be made. Through 
study, conferences, and a poll of repre- 
sentative bankers, opinions as_ to 
modifying the provisions of the Federal 
Reserve Act, with respect to mortgage 
loans, began to crystallize. Some 
diversity of views was inevitable but 
there was a generally shared feeling 
that modification is desirable. 

It is with a degree of regret that I 
report that the division is not yet in a 





By 
THE EDITORS 


position to submit a specific proposal 
regarding the amendment of the law 
governing mortgage loans by national 
banks. However, since the importance 
of the question is greater for the days 
ahead, when new building will be 
possible and will receive the impetus 
of a dammed up demand, it is some- 
thing that our exploratory work can 
be passed on to those who will succeed 


us, in the firm belief that they will 
make their recommendations promptly 
and wisely. 

Sd 


Savings Division 


By President H. R. Templeton, Vice-presi- 

dent, The Cleveland Trust Company, 

Cleveland, Ohio 

A series of savings conferences begun 
under previous administrations was 
continued before the restrictions on 
travel interfered. Meetings were held 
in Kansas City and in Atlanta. 

As a substitute for these conferences, 
the Committee on Savings Develop- 
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ment under the chairmanship of L. A. 
Tobie, president, Meriden Savings 
Bank, Meriden, Conn., sent the same 
questionnaire that had been used in 
connection with them. 

The interest rate paid on savings 
and time deposits varied from 0 per 
cent to 24% per cent and approximately 
one-half the banks reported 1 per cent 
and about 40 per cent reported various 
split rates. The largest percentage of 
banks reporting 2 per cent were 
located in the western states. 

Over one-half of the reporting banks 
indicated that they operate their sav- 
ings departments at a profit; nearly 
600 banks were uncertain; about 10 
per cent reported they operated at a 
loss, about 20 per cent thought they 
broke even. 

A large majority reported against 
any further reduction in interest paid 
to savings accounts, in favor of charges 
for overactivity, and against encourag- 
ing the diversion of savings funds into 
other investments. 

Eighty per cent of all those reporting 
expressed the opinion that as a matter 
of sound public policy banks should 
now be actively encouraging the build- 
ing up of savings accounts. This was 
the majority of opinion in every sec- 
tion of the United States and in banks 
of all sizes, though the proportion 
varied slightly from section to section 
and by size of bank. 

During the past year, the Commit- 
tee on Savings Management and Oper- 
ations under the chairmanship of 
Fred F. Spellissy, vice-president, Mar- 
ket Street Naticnal Bank, Philadel- 
phia, Penna., has revised the forms for 
making a study of savings costs. 

There is a growing volume of opinion 
in favor of crediting to earnings from 
savings accounts a considerable por- 
tion of the earnings from long term 
assets rather than crediting only the 
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R. OTIS McCLINTOCK, president, 
National Bank Division 


These five retiring heads of important groups within the A. B. 


over-all “‘pool’’ rate of all bank invest- 

ments. The committee is convinced 

of the soundness of this point of view 

and has adopted it in the revised forms. 
Sd 


State Bank Division 


By President W. W. McEachern, President, 
First National Bank, Ft. Lauderdale, 
Florida 


At the present time the A. B. A. is 
advocating the recodification of state 
banking laws. The A. B. A. Commit- 
tee on State Legislation is working 
with those in different states who are 
interested in providing a modern and 
efficient banking code. Some of the 
states have already completed recodi- 
fication. The division is vitally inter- 
ested in this activity and early this year 


A sampling of some of the 








W. W. McEACHERN, president, 
State Bank Division 


sent a letter to all the members of the 
State Bank Division urging that if 
their respective states have not revised 
their laws within recent years they 
give active support to this project. 
The division is also interested in any 
legislation designed to strengthen the 
banking departments of the states, 
and we have urged our banks to sup- 
port any such legislation that may be 
proposed. The salary of bank super- 
visors and tenure of office should be 
such that strong, capable, progressive 
individuals will be attracted to this 
important office. In this way, strong 
efficient state banking departments can 
be maintained which will be of value 
and assistance to every bank under 
their supervision. Rapid turnover of 
bank supervisors is unsound. 





more recent A. B. A. manuals, and other stuc 
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HARRY R. TEMPLETON, president, 
Savings Bank Division 


We have urged our members in 
states which do not now have a bank- 
ing board to interest themselves in a 
banking board statute to set up a 
board with real powers of supervision 
including the granting of charters. 

Sd 


Trust Division 


By President Frederick A. Carroll, Vice- 
ee, The National Shawmut Bank of 
oston, Boston, Massachusetts 


The Committee on Taxation has 
been very active since last September 
on several important matters. One of 
the most important dealt with the 
further extension of time for the re- 
lease of powers of appointment, which 
was again extended to July 1, 1946. 

Our Committee on Employees’ 





FREDERICK A. CARROLL, president, 
Trust Division 


panization review in their reports what has been accomplished, what is planned 


Trusts has had a very active year in 
this comparatively new field of trust 
service. This committee has written 
to 193 trust institutions, known to be 
handling employees’ trusts, asking for 
operating forms they are using and for 
any administrative and operating prob- 
lems they have encountered in this 
type of business. A joint report on 
this subject will be published in the 
fall. 

The Committee on Intermediate 
Court Accounting has submitted its 
report containing the following under- 
lying objectives of intermediate court 
accounting: (1) protection of the 
rights of all interested parties; (2) 
preservation of the confidential nature 
of trust relationships; (3) simplicity; 
(4) economy, and (5) conclusiveness of 


ppared during the year, as covered in the various committee reports 








aisenenegt 








G. HAROLD WELCH, president, 
State Association Section 


accounting as to all matters and 
parties properly before the court. 

The Committee on Corporate Trust 
Activities is making a survey of the 
experience of trust institutions in 
administering corporate trusts under 
the Trust Indenture Act of 1939. 

With only one or two exceptions, 
the Committee on Relations with the 
Bar has reported generally satisfactory 
relations with the bar over the country. 

The Committee on Trust Education 
is co-operating with the American 
Institute of Banking in revising Vol- 
ume II of the A. I. B. textbook “Trust 
Business.” 

The Committee on Trust Informa- 
tion is now at work on a project 
designed to obtain nationally, and on a 
uniform basis, important probate court 
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statistics from representative jurisdic- 
tions throughout the country. 

The Committee on Trust Invest- 
ments compiled a composite reference 
list of “trust investment securities, 
made up from the individual lists of 
59 representative trust institutions, 
and a confidential copy was sent to 
every member of the division. 

The Committee on Fiduciary Legis- 
lation has had a very busy and very 
productive year. Last December it 
compiled a chart of important trust 
legislation for every state and copies 
were sent to the Trust Division 
membership. 

+ 


State Association Section 
By Chairman G. Harold Welch, Vice- 
resident and Trust Officer, The New 
aven Bank, N. B. A., New Haven, Con- 
necticut 

The Committee on Service for War 
Veterans and our Committee on Treas- 
ury Financing, in co-operation with 
the A. B. A. committees, did note- 
worthy service in keeping the state 
associations informed about these ex- 
tremely important activities and in 
giving them suggestions for success- 
fully carrying out the program which 
had been developed. State associations 
also played an important part in 
publicizing and distributing speech 
material on the subjects of the G. I. 
Bill and war bonds. 

Last fall the program of the Associ- 
ation’s Post-War Small Business Credit 
Commission was successfully launched 
throughout the entire country by a 
series of regional meetings held in co- 
operation with the state associations. 
The program was then carried by the 
state associations to their membership 
through group, county, and clearing 
house meetings. 

In line with the program of the 
A. B. A. Committee on Consumer 
Credit, the section has suggested that 
state secretaries get in touch with other 
state trade associations whose mem- 
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Country Bank Operations Commission leaders confer in New York 


Especial attention was focused on the work of this Commission 


bers are interested in the sale and 
distribution of durable goods or con- 
sumer services with the idea of arrang- 
ing meetings between bankers’ com- 
mittees and committees from the 
trade associations. 

Sd 


A. I. B. Enrollments 
By Institute Past President William C. 


Way, Trust Officer, Central National Bank, 
Cleveland, Ohio 


The year 1944-1945 has been one of 
progress for the American Institute of 
Banking Section in spite of continued 
wartime difficulties. 

Commencing the year with a mem- 
bership of 49,000, we gained 6,000 
members for a total of 55,000. Our 
total enrollment for 1944-1945 was 
26,000, an increase of 3,400 over the 
22,600 enrolled in 1943-1944. 

It is my firm conviction that the 


The Committee on Service for War Veterans was divided into three working groups. 


Subcommittee on Banking, meeting with Veterans Administration officials 


extent of the Institute’s influence on 
American banking will depend upon 
the degree to which its educational 
facilities are utilized by bank people 
in so-called country banks. In 40 
states the Institute is represented by 
fewer than 10 chapters and study 
groups. In 22 of these states there are 
fewer than five chapters and study 
groups, and in three there are none. 
These figures indicate what a vast 
market we have for promotional work 
in the field of banking education. 
& 


Economic Policy 


By Commission Chairman Leonard P. Ayres, 

Executive Vice-president, The Cleveland 

Trust Company, Cleveland, Ohio 

The Bretton Woods proposals oc- 
cupied the attention of the Economic 
Policy Commission during the year 


Subcommittee on Personnel 
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ending August 31, 1945. 
with the Committee on Federal Fiscal 
Policy of the Association of Reserve 
City Bankers and the Study Commit- 
tee on Post-War Problems of the 
Bankers Association for Foreign Trade, 


Working 


the American Bankers Association 
committees succeeded in having writ- 
ten into the acts as passed provisions 
which they believe will in some meas- 
ure safeguard the interests of the 
United States and will improve the 
operation of the international mone- 
tary machine. The amendments fall 
short of the thoroughgoing revisions 
proposed, but they do clarify the 
interpretation placed by the Congress 
on the statutes of the Fund and Bank 
and, together with the Congressional 
and publié discussions, will support 
the management of these institutions 
in pursuing sound policies. 


Subcommittee on Agricultural Credit meets in Washington to study legislative aspects of farm credit 


Various groups within the Committee on Federal Legislation experience another busy, watchful year 


With respect to Bretton Woods and 
the Export-Import Bank, the problem 
now becomes one of management. 


¢ 


Agriculture 


By Commission Chairman C. W. Bailey, 
President, First National Bank, Clarksville, 
Tennessee 


First place on the commission’s pro- 
gram for the year was ““Keep Agrieul- 
ture Financially Sound.” The follow- 
ing 5-point program was recommended 
to banks: 1. Help farmers keep debts 
at a safe level. 2. Encourage farmers 
to build and maintain financial re- 
serves. 3. Work to prevent a land 
boom. 4. Help “back-to-the-landers”’ 
avoid mistakes. 5. Have adequate 
credit files in your bank. 

The commission has urged all state 
bankers associations to work with their 


activities provided a keynote theme for the Burgess administration 


Subcommittee on Public Relations and General Service 
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state colleges of agriculture in develop- 
ing practical digests of information 
that bankers can use in sizing up the 
farm and its operator. 

Work is under way to prepare a 
manual on farm equipment financing. 

Recently a cotton financing plan has 
been worked out between the CCC and 
the commission that is being given 
wide attention in the South. Under 
this plan the bank lends direct to the 
grower on his stored cotton while he 
is waiting for the best time to market. 
No CCC forms are filled out, the loan 
is not reported to CCC, and no remit- 
tance of interest to the CCC is required 
of the bank. Whatever interest is 
paid by the grower to the bank belongs 
entirely to the bank. The banks are 
protected by the cotton purchase pro- 
gram in effect until June 20, 1946, 
while both the Commodity Credit 
Corporation and the local farmer bene- 
fit from elimination of paper work and 
red tape. 

2 


Bank Management 


By Commission Chairman William A. Mc- 
Donnell, Vice-president, Mercantile-Com- 
merce Bank _and Trust Company, St. 
Louis, Missouri 


Probably the outstanding project of 
the year was the introduction to the 
banks of the country of the check 
routing symbol plan. Keep Fa 

New transit instructions were sug- 
gested for adoption by the banks of 
the country, effective March 1, 1945, 
to increase from $500 to $1,000 the 
amount under which non-payment of 
items would not be wired, and to in- 


’ crease from $50 to $100 the amount 


over which non-payment of items 
would be protested. 
See The A. B. A. Reporte—Page 45 
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S the United States goes through 
the reconversion period, many 


banks are undoubtedly consider- 
ing the possibilities of handling farm 
equipment paper as a new or larger 
part of their program. 

The general trend today seems to be 
toward greater use of local bank credit 
in place of direct financing from farm 
equipment manufacturers or other 
sources. As war veterans return, the 
years immediately ahead will bring 
many changes in ownership and oper- 
ation to the Nation’s farms. There 
will be increased advantage to dealers 
in obtaining credit information and 
prompt credit decisions from the man 
who knows the people and the charac- 
teristics of his farming community — 
the local banker. 

Furthermore, the market for new 
farm equipment is expected to reach 
an all-time high. During the war 


years the Government program tended 
to keep old machines in operation. The 
1944 survey of the War Food Adminis- 
tration estimated that more than half 
of the machinery on American farms 
was over 12 years old, that 25 per cent 
was from 15 to 18 years old, and that 
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Farm lquipment 
Crepit Poticigs 


By 
HARRY J. HARDING 


President, The First National Bank of Pleasanton, 
Pleasanton, California 


Many questions which banks may have on the handling 


of farm equipment paper are covered in this two-part 


article from a bank that has been notably successful 


in this field. This 


installment deals primarily with 


credit considerations involved in financing dealers 


much of the equipment was ready for 
discard. 

If estimates of a national income of 
between $100 and $120 billion annu- 
ally are a fair post-war expectation, 
the farm cash income, including Gov- 
ernment payments, is indicated as 
approximately $14 billion, or about the 
average for the years 1941-42. A farm 
income figure of this size would war- 
rant making an estimate of about $775 
million for manufacturers’ yearly sales 
of agricultural equipment. 

Bankers interested in entering this 


Farm equipment paper from dealers ‘is handled on a non-recourse 





financing field can start by contacting 
the farm equipment dealers and sug- 
gesting that, when the factory field 
men are next in the territory, they are 
invited to visit the local bank. These 
men can help the local banker a great 
deal, if encouraged to discuss the local 
problems and give the factory repre- 
sentatives’ slant on the sales possibili- 
ties. In working out this relationship, 
the local banker has a definite selling 
job to do. 

We began with a couple of local 
dealers, and now serve a number of 
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dealer customers, some located many 
miles away. We didn’t set out to get 
the distant customers. When the 
manufacturers learned that we wel- 
comed farm machinery paper, dealers 
started coming to us with their prob- 
lems. During the war years when sell- 
ing was restricted and dealer income 
was derived largely from maintenance 
service, our bank financed recondi- 
tioned equipment. At times we have 
also financed trade-ins for dealers. 
Over the years our losses by bad debts 
have been practically negligible. 


OUR bank handles farm equipment 

paper from dealers without recourse, 
and also makes loans direct to farmers. 
We do not ask the dealer to endorse 


the paper we discount, nor have we > 


any repurchase agreement with dealers. 
That is why we are interested pri- 
marily in the farmer and his credit 
worthiness. We question the wisdom 
of a dealer carrying a heavy contingent 
liability due to endorsements on paper 
discounted. Past experience in chang- 
ing economic conditions after World 
War I demonstrated the weakness and 
danger to dealers in relying on such 
endorsements. 

Our arrangement with dealers is 
that they are free to submit the paper 
to us, and we are free to accept or 
decline. It is unusual for us to decline, 
except where the moral risk is impos- 
sible. We may suggest modification 
of the terms, but a definite rejection 
is rare. 

Most of our farm machinery paper 
comes to us through dealers. In our 
relations with them we endeavor to 
make our rules as simple as possible. 
It seems to frighten the average busi- 
ness man when asked to fill out and 
sign some strange form. For that rea- 
son we have not designed our own 
forms of credit or the application and 
financial statement. The manufac- 


Aside from a simple letter of transmittal, 











Mr. Harding, left, discussing a farm equipment credit problem 


turers for years have been working 
very closely with their dealers in pro- 
moting the use of suitable forms. We 
find these, in practically every case, 
satisfactory for our use. We utilize 
one simple letter of transmittal for 
many dealers. This merely states that 
the dealer is submitting a contract for 
consideration and provides space for 
the dealer to state his previous credit 
dealings with the purchaser. We find 
it is better to have the dealer specifi- 
cally list past transactions than to 
make a general statement such as: 
“We have done business with this 
party for a long time and have always 
found him o.k.” 

Our policy is to view each proposed 
transaction in a broad light. We do 
not attempt to stick to any hard and 
fast rules as to terms, down payment 


or time for payment. Of course, we 
suggest adherence to the standards 
favored by manufaeturers whose prod- 
ucts the dealer handles, generally a 
minimum of one-third or 40 per cent 
down, and the balance payable over 
a period not to exceed two harvests. 
However, we have at times taken 
paper with a smaller down payment 
or none at all when circumstances 
warranted. In those cases the lack of 
an adequate down payment would be 
offset by a pledge of other assets as 
security, so that the equity was main- 
tained. 

Our introduction to most dealers 
has been through complicated credit 
situations. The average dealer knows 
little about handling more involved 
credit problems. Many dealers came 

See FARM CREDIT POLICIES—Page 54 


the dealers’ own familiar credit forms are used 
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An Innovation in 
ImMprRINTED CHECKS 


A ictee development in imprinted 






20 


checks recently came to the at- 
tention of The Burroughs Clear- 


ing House. It is a development that 
has already been put into actual oper- 
ation and that has created considerable 
interest. 

The idea behind this development is 
an imprinted check that is a half-way 
step toward the well-known, imprinted, 
or “highly personalized” type of check 
that is already being supplied in in- 
creasing numbers. Where the regular 
imprinted check carries the customer’s 
name and address and is pre-numbered, 
the new check simply carries the 
customer’s name. This is imprinted 
in the space just above the line where 
the customer places his signature. 

As a means of distinguishing the new 
check from the regular imprinted 
check, it was first called a “signature 
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By 
HENRY J. BOONE 


Editor, THE BURROUGHS CLEARING HOUSE 


To increase check-handling efficiency, and also as 


a good-will building step, The First National Bank 


of Chicago provides special printed signature line 


checks to non-users of the regular imprinted checks 


line check” and later, for simplification, 
just a line check. 

The line check has two specific uses 
in the banking operation. First, to 
acquaint the customer with the im- 
printed check idea and to take him 


LETTER TO CUSTOMERS . .- Announcing the new plan 
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Mr. John Jones 
‘ 27 Main Street 
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Dear Mr. Jones: 
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200 checks - 2 on @ page - $1.00 
400 " a 2.5 - $1.50 


BENTLEY G.McCLOUO 
PRESIDENT 


2 After careful consideration, the bank has decided to 

provide you, without charge, the b checks which you are now 
using, with your name inprinted thereon. 
printed checks will facilitate the prompt. and accurate handling 
of the daily volume of check transactions in our bank. 


The use of these im- 


Accordingly, you will receive within a short time a 
supply of 400 imprinted checks. 


‘ without cost to you, through the use of the order blank in the 


New checks may be reordered, 


Many of our customers now use the highly individual 
personalized checks, imprinted with name and address and 
consecutively numbered, at the following prices: 


1.50 
2.50 


You may wish to consider this style of check when you reorder. 


It is a pleasure to give you this added service, 
which we trust meets with your approval. 


Yours very truly, 


Vice President 


part way toward using, and ordering, 
regular imprinted checks. In this use, 
it is a good-will builder and an aid to 
developing new business. Second, to 
make it easier for the bank’s people to 
read signatures in sorting, distributing 
and handling checks as they flow 
through the bank. What bank oper- 
ating man, for example, has not seen 
the advantages of printed names over 
written signatures in reducing mis- 
sorts? 

To get the story about the new line 
checks, The Burroughs Clearing House 
went to The First National Bank of 
Chicago. This bank has pioneered the 
line check idea. Its officers were glad 
to explain, for whatever interest or 
possible assistance their experience 
would hold for other banks, how the 
bank introduced and is using the line 
check. 

First of all, the officers explained, 
the new development is actually a 
further step that follows others already 
taken. The imprinting of checks, they 
point out, had its beginning with the 
imprinting of business checks. That 
was step number one which was, of 
course, taken by most banks. The 
second step was the offering of im- 
printed checks for personal accounts. 
The third step was actually an offspring 
of the second; it represented a special 
effort by the operating department to 
encourage the use of imprinted checks 
by customers whose signatures were 
hard to read and by all customers who 
wrote a large volume of checks. Line 
checks represent the fourth step. 

The First National Bank had been 
particularly successful in steps two and 
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THE NEW LINE CHECKS ... Help to prevent missorts, delays 


three, which actually represented the 
fostering of the widespread use of the 
regular imprinted check. Both the 
new business and operating depart- 
ments, over a period of years, had 
worked toward the objective of having 
all customers use this type of check. 
The use of imprinted checks meant new 
business to the new business depart- 
ment, and operating advantages to the 
operating department. It decreased 
the number of missorts and elim- 
inated the problem of the unreadable 
signature that had to be passed around 
among sorters, signature payers and 
even officers for deciphering. 

Experience of the bank with im- 
printed checks had covered both a 
period of time and the handling of a 
substantial volume of such items. At 
the time of undertaking the line check 
program, approximately two-thirds of 
the bank’s checking account customers 
were using the regular imprinted check, 
and approximately eighty-five per cent 
of the new customers coming to the 
bank were purchasing it. It was this 
volume that had led operating officers 
to the line check idea. The advantages, 
they felt, were great enough to warrant 
the bank’s supplying the line check to 
all customers not purchasing the im- 
printed check. 

The matter of preparing the printing 
details, of having the checks printed 
and distributed to customers, and of 
notifying customers proved to be a 
very sizable undertaking. It in- 
volved supplying completely new 
checks to something like a third of the 
bank’s checking account customers. 


As a means of getting the program 
under way, a three by five-inch card 
was prepared for each customer in- 
volved. These became the master 
cards from which operations were con- 
ducted. The cards were placed in a 
file which was broken down both by 
styles of checks to be supplied, and by 
types of accounts. 

The cards themselves were headed 
up with the names of the owners of the 
accounts. The next job was to de- 
termine the styles of checks being used 
by the customers. This information 
was obtained from the auditing de- 
partment which handles the filing of 
canceled checks. This data was placed 
on the cards, as well as a figure repre- 
senting the number of checks used by 
the account over a twelve months’ 
period. 

Next, it was necessary to resolve this 
basic information into the data that 
would go on the order blank for the 





This meant the exact 


check printer. 
number of checks to be ordered, the 
style, and, a more important factor 
than it might seem, the name to be 


printed as the signature line. With 
the regular imprinted check the cus- 
tomer would have made this decision. 
With the new line check it was neces- 
sary for the bank to make the decision 
since it would have been difficult, if 
not impossible, to contact the accounts 
either personally or by correspondence 
and still carry out the program in any 
reasonable period of time. 

On the quantity of checks to be 
ordered, the bank made its estimate on 
the basis of a six to nine months’ 
supply. The purpose was to supply a 
sufficient number so that neither the 
customer nor the bank would face the 
necessity of reordering in a matter of 
weeks. Most of the quantity figures 
were for 200 or 400 checks, though a 
few ran larger. 


NEAT. the question of the style check 

to order was taken up. In each case 
the bank either supplied the same 
style as the customer had been using, 
or a similar style. The only reason for 
varying the style was that the bank 
had. previously made a study of its 
check styles and had effected a number 
of consolidations. 

Then attention was turned to the 
account names to be printed on the 
line checks. Single name accounts 
offered no problem and were printed 
as the name appeared on the signature 
card. This was also true of special 
accounts such as administrator ac- 
counts, agent accounts, and others in 
which the signature would correspond 
to the line as printed. 

Joint accounts offered a_ special 
problem, particularly from the operat- 
ing viewpoint. There are many va- 
rieties of these, as every bank officer 
knows. Husband and wife accounts 
are probably the least troublesome 
from the standpoint of check sorting 
and handling. Checks drawn on 
mother and daughter accounts with 
different surnames, however, or sister 
accounts with different names, are 
likely to slow up the handling process. 


REORDER FORM - . - Convenient postage-paid card in check pad 
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This problem was met in a definite 
way. The decision was reached, for 
the initial printing of line checks for 
joint account customers, to print only 
the name of the account principal or 
first signer. This plan was followed 
for all joint accounts in the line check 
group. In the case of a John H. and 
Mary M. Smith account, for example, 
the line for the line checks was John H. 
Smith. This did not mean, however, 
that the bank always used the man’s 
name. In its women’s department, 
which is a large one and which is pro- 
vided with its own tellers, there are 
many Mary M. and John H. Smith 
accounts. For these, Mary M. Smith 
checks were printed. 

At no time, however, in the line 
check program was it the bank’s in- 
tention to be arbitrary. The bank’s 
attitude was quite the reverse. While 
it was felt that there were decided 
operating advantages to using a single 
name, the officers in charge of the pro- 
gram were anxious to have customers 
completely satisfied. If customers 
were to express a preference for sep- 
arate checks for each name of a joint 
account, as in the case of a husband 
and wife, or wife and husband, ac- 
count, or for checks carrying both 
names, the bank would gladly supply 
them. As it developed, after the checks 
had been mailed, there were few such 
requests. 

After the index cards were completed 
with the information on the number of 
checks for each customer, the style, and 
the name to be used, the bank began 
placing the orders with the check 
printer. These were placed by styles of 
checks to give the printer the advan- 
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tage of mass production so far as 
possible. 

When ordering the checks, the bank 
also supplied the printer with the 
bookkeeping unit designations. These 
are the large alphabetical letters ap- 
pearing in the lower right-hand corners 
of the checks illustrated. Each letter 
represents a bookkeeping department 
unit. The letter A, for example, repre- 
sents books from A to CH, B the books 
from CI to F,-C the books from G to 
K, D the books from L to N, and so on. 
There are six major units into which 
checks are sorted as a means of in- 
creasing sorting speed and accuracy. 
Sorting ‘to the single letter, instead of 
to the name, is a step in reducing 
missorts. 


HE first order for line checks was 

placed with the printer on June 4 
and the last of the checks was mailed 
on July 25. 

Throughout the development of the 
line check program close attention was 
given to each phase bearing on cus- 
tomer relations. The bank wanted the 
program to be a customer relations 
success as well as an operating success. 
The customer was kept constantly in 
mind in the design of the checks, in the 
preparation of the reorder blank form, 
and particularly in the preparation of 
suitable letters to go to the various 
groups who were to receive the new 
checks. 

Plans for the letters were worked out 
carefully. One was prepared for single 
name customers, one for joint account 
customers, one for customers whose 
check style was being changed, to a 
total of nine variations. Each letter 


was prepared for the signature of the 
officer supervising the account ad- 
dressed. This was done to maintain 
and continue the relationship between 
the officer and the customer. 

While the bank felt that it was pre- 
senting customers with something of 
value, this point was not stressed in the 
letters. Instead customers were told 
frankly that ““The use of these checks 
will facilitate the prompt and accurate 
handling of the daily volume of check 
transactions.” They were told that 
line checks could be reordered without 
cost, but their attention was also 
called to the regular imprinted checks 
which were available at very reason- 
able prices. An example of one of the 
announcement letters is reproduced 
on page twenty. 

Altogether some 12,000 letters were 
prepared and mailed. These were 
timed, by groups, to reach customers a 
few days in advance of their supplies 
of line checks. 

Officers state that the results of the 
program have been very flattering. 
They have received scores of letters 
and personal calls to thank the bank 
for the new service. They have also 
been informed in a number of cases 
that regular imprinted checks would 
be ordered. There were, of course, a 
few who did not like the new checks, 
but the number was negligible. 

The expression of one customer was 
typical. He said, “I am certain that 
it is an excellent public relations move 
and that it will be received with the 
greatest of pleasure. I honestly be- 
lieve that in the long run you will 
obtain the value many times over in 
customer good will.” 


Bookkeeping department, The First National Bank of Chicago 
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Piped from nearby volcanic boiling springs, natural hot water now heats homes and greenhouses in 
Reykjavik, Iceland’s capital. Wells sunk in lava beds are delivering 58 gallons of water per second at 170° F. 


EYKJAVIK formerly used im- 
ported coal for heat. The war 
made this fuel almost impossible to 
get. But all that was needed for an 
unlimited supply of hot water was 
a pipe line. Through The National 
City Bank of New York the neces- 
sary financing was arranged for 
the purchase of equipment in the 
United States. 

Sound business like this—all 
over the world— is constantly 
being helped by National City’s 
World Wide banking sys- 
tem. It is the clearing house 
for first-hand information on 
markets and credits, agents 





and sources of supply in every 
commercially -important area of 
the globe. 

First U. S. national bank in 
the foreign field, National City’s 
overseas’ staff is many times 
larger than that of any other 
American bank. These facilities— 
backed by 31 years’ experience 
in promoting world trade and 
more than 133 years of practical 
banking experience — are avail- 
able to exporters and importers 
everywhere. To get the full 
story, talk to National City 
officers at Head Office or 
Branches. 


THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 


> 65 Branches in Greater New York 


First in World Wide Banking 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Heating Iceland 








ACTIVE OVERSEAS BRANCHES 


ARGENTINA 
Buenos Aires 
Flores 
Plaza Once 
Rosario 


BRAZIL 
Rio de Janeiro 
Pernambuco 
Santos 
Sao Paulo 


CANAL ZONE 
Balboa 
Cristobal 


CHILE 
Santiago 
Valparaiso 


COLOMBIA 
Bogota 
Barranquilla 
Medellin 


CUBA 
Havana 
Cuatro Caminos 
Galiano 
La Lonja 
Caibarien 
Cardenas 
Manzanillo 





Matanzas 
Santiago 


ENGLAND 
London 
117, Old BroadSt. 
11, Waterloo Pl. 


INDIA 
Bombay 
Calcutta 


MEXICO 
Mexico City 


PERU 
Lima 


PHILIPPINE 
ISLANDS 
Manila 


PUERTO RICO 
San Juan 
Arecibo 
Bayamon 
Caguas 
Mayaguez 
Ponce 


REPUBLIC OF 
PANAMA 
Panama 


URUGUAY 
Montevideo 


VENEZUELA 
Caracas 
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Our London branch at 7 Princes Street, opposite 
the Bank of England, has been in continuous 
operation throughout the war. This office offers 
complete banking service to corporations, 
banks and individuals having business interests 


in Great Britain. 





CENTRAL HANOVER 
BANK AND TRUST COMPANY 


NEW YORK 


Member Federal Deposit Insurance Corporation 
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WASHINGTON VIEWPOINT 
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By N. 


Legislation Outlook 


With Congress already deep in de- 
bate over the unemployment com- 
pensation bill on top of a “must” 
21-point legislative program outlined 
by President Truman in his message 
of September 6, the chances are slim 
that any important legislation affect- 


ing banks with the exception of the. 


housing bill and the amended G. I. 
Bill of Rights will be enacted by the 
end of the 1945 calendar year. 

Before Congress recessed last Sum- 
mer the only banking bill enacted 
during the session was S. 510 which 
reduced the gold ratio to 25 per cent 
against Federal Reserve notes and 
against the deposits of Federal Re- 
serve banks. Altogether 38 bills of 
general interest to bankers were intro- 
duced between May 15 and August 1 
and the bulk are now before com- 
mittees. 

Action is imminent on these three 
measures in which bankers are vitally 
interested: 

1. S. 179—Provides that loans in- 
sured under Title I or any other title 
of the National Housing Act will be 
made eligible as collateral for advances 
by Federal Home Loan Banks to 
members; also, that the Secretary of 
the Treasury will be authorized to 
purchase obligations of Federal Home 
Loan Banks and the Federal Savings 
and Loan Insurance Corporation. 
Hearings are scheduled to begin Octo- 
ber 1. 

2. H. R. 3749, to amend the G. I. 
Bill of Rights, which passed the House 
by unanimous consent before House 
adjournment is now before the Senate 
Finance Committee. Hearings are 
scheduled to begin soon. The bill, 
with its guaranteed lending features, 
was reviewed by bankers, home finance 
and American Legion officials in 
Washington. 

3. H. R. 3422 proposes consolida- 
tion of the Farm Credit Administra- 
tion and the Farm Security Adminis- 
tration under a new government 
agency. The FCA and the FSA are 
now part of the Department of 
Agriculture. The measure proposes 
the creation of an independent govern- 
ment agency with a top policy making 
board of seven members, appointed by 
the President with the advice and 
consent of the Senate. The American 
Bankers Association has stated through 
its officials that the measure is limited 
in scope, but is supporting it because 





P. GREGORY, Washington Correspondent 


it is in accord with the association’s 
policy favoring an independent FCA 
free of political dominance and control. 
Hearings on the measure have been 
concluded, but the committee has not 
issued a report. It is doubtful if it 
will be enacted in its present form. 
The chances for a grouping of 
government loan agencies appear slim. 
Senator Harry F. Byrd, chairman of 


the Joint Committee’on Reduction of 


Non-essential Federal Expenditures, 
has dropped original plans contained 
in his government reorganization bill 
calling for a consolidation of all 
government lending agencies. 

However, he will present an “‘infor- 
mational” statement to Congress in 
the near future outlining the need for 
future action to consolidate govern- 
ment lending operations. Although Mr. 
Byrd has not said so publicly, he has 
expressed the opinion that the former 
Secretary of the Treasury’s proposal 
to regroup all fiscal, insurance and 
lending operations of the Federal 
Government under the aegis of the 
Treasury, is sound. 

Some progress in eliminating dupli- 
cating-functions in government lending 
operations is being made. H. R. 3660, 
introduced by Representative William 
M. Whittington, providing for closer 
fiscal control over government corpo- 
rations by Congress has passed the 
House. The bill is now before the 
Senate Banking and‘ Currency Com- 
mittee. 

No hearings have been set on S. 810, 
introduced by Senator Ernest W. 
McFarland. The bill proposes to re- 
duce the insurance premium rate of 
the Federal Savings and Loan Insur- 
ance Corporation to one-twelfth of 
1 per cent; it eliminates dividend re- 
quirements on its capital stock owned 
by the Home Owners Loan Corpora- 
tion and waives the right of HOLC to 
dividends heretofore accumulated by 
the Savings and Loan Insurance Cor- 
poration. 


° & ° 


Early Action Expected on 
Monetary Agreements 


Treasury monetary experts are now 
working on organization details of the 
international reconstruction bank and 
the monetary stabilization fund. They 


are confident that, with the conclusion . 


of the current British-American finan- 
cial talks, the Bretton Woods agree- 


ment will be endorsed by other 
countries. 
The Labor Government of Prime 
Minister Clement R. Attlee has pledged 
its participation in the Bretton Woods 
monetary agreement, but it has voiced 
certain reservations. These, it is be- 
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Said the Office Manager to the Treasurer: 
War regulations taught us to save time and 
money with paper they made us use. 

Said the Treasurer to the Office Manager: 


These wartime letter and record papers do 
the job better because of their cotton content. 


A paper made from new cotton they last longer . . . So when war 
fibers lasts longer and wears bet- restrictions go, preserve this war- 
ter than ordinary paper. In letter- time gain. Get the fact and feel 
heads, the cotton fiber permits of quality by insisting on cotton 
more erasing and tells customers fiber papers. To get the finest 
that yours is a guality organiza- in the cotton fiber field, specify 
tion. For keeping records, these PARSONS, which specializes in 
papers are better because they stationery and record-keeping 
stand more use and abuse, and papers for modern business. 





PARSONS PAPER COMPANY « HOLYOKE, MASSACHUSETTS 
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lieved, will be ironed out during the 
current talks. 

Participation of the British Govern- 
ment in Bretton Woods is being con- 
sidered concurrently with financial 
aid which the United States may grant 
to Great Britain, cartels, trade bar- 
riers, and other matters. When the 
British Parliament votes to participate 
in Bretton Woods it will be the signal 
for other signatories to the 1944 
Bretton Woods pact to do likewise. 
Canada is expected to be one of the 
earliest adherents to the plan. 

So confident are the sponsors of 
Bretton Woods that it will become a 
reality before the end of the 1945 
calendar year that they are now dis- 
cussing the site for the bank and the 
fund. New York has put in a strong 
bid as the home of both institutions. 
Pressure is being exerted by influential 
financial leaders and foreign govern- 
ments with long fiscal connections in 
New York to have the fund and the 
bank’s offices in that city. 

At this writing, however, it is not 
certain that New York, despite its 
pre-eminent position as a financial 
center, will be the home of the bank 
and the fund. The final decision rests 
with Secretary of the Treasury Fred 
M. Vinson. 


¢ 4 e 


Export-Import Bank Activity 


While the British-American finan- 
cial talks have been in the spotlight 
in recent weeks, the Export-Import 
Bank of Washington has been study- 
ing policy and examining credit appli- 
cations by government and non- 
government borrowers. 

The Export-Import Bank’s future 
operations are tied up in the British- 
American financial talks. The matter 
of a non-interest bearing loan, or an 
outright grant, involves preferential 
terms, since other countries have to 
borrow from the Bank at interest rates. 

Despite this seemingly confused 
credit policy, the Export-Import Bank 
has proceeded to make some com- 
paratively small loans. The much 
publicized French loan has not mate- 
rialized. It is still under discussion. 
The French will use the proceeds to 
purchase in the United States rolling 
stock and heavy machinery to rehabili- 
tate their industry. 

Greece has asked for a $250,000,000 
credit, but it has not been approved, 
although the Greek Finance Minister 
recently announced in Athens that the 
Export Bank had sanctioned such a 
credit. 

On the other hand, the Danish 
Government has been granted a $20,- 
000,000 31% per cent 20-year serial 
loan, dated 1951-1966, while the Nor- 
wegian Government is now negotiating 
for a substantial credit. These two are 
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1 hat's What Your Money Does 


It’s an extra fast hand husker who brings in 
100 bushels of corn per day. Under similar 
conditions, in fairly high-yielding corn, the 
man with the two-row mechanical picker har- 
vests 1000 bushels. 


To figure the gain simply as labor savings, 
corrected for machinery charges, falls far 
short of the complete story. It ignores the 
availability of labor, and the losses due to 
delay in getting corn out of the field. The 
criterion of the corn picker, or of any farm 
machine, is the amount by which it multiplies 
productive capacity per man. 


Typical of the corn belt, the farms making 
detailed reports to the University of Illinois 
in 25 years halved their over-all man-hour 
requirements for corn production. The picker, 
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plus tractor-powered implements, has dou- 
bled their corn acreage per man-hour. Bank- 
ers, by credit and by counsel, hastened this 


progress in modern mechanization. 


Case tractors and machines, by their qual- 
ities of endurance and economy, commend 
themselves as chattels with sustained values 
for bank financing. That they are purchased 
principally by farmers with above-average 
machinery experience points towards a choice 
class of bank customers. 

Case dealers and their company believe that 
the financing of farm machinery sales and 
inventories is business that belongs to local 
bankers. You can count on their cooperation 
in developing such business. J, I. Case Co., 
Racine, Wis. 
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the only so-called “government-to- 
government” credits which have been 
approved by the Export Bank. How- 
ever, every liberated country, with 
the exception of China, has inquired 
about future credits, according to an 
Export Bank official. 

Two non-government loans have 
been made recently. One was made 
to Lloyd Brasiliero of Brazil for $38,- 
000,000. Proceeds will be used to 
build fourteen ocean-going vessels. 
The shipbuilder is Ingalls Shipbuilding 
Corporation. Westinghouse Electric 
has obtained a credit for the manu- 
facture of “packaged airports” for the 
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Turkish Government. 

In view of the increasing interest in 
the operations of the Export-Import 
Bank, President’ Wayne C. Taylor has 
issued a general policy statement 
emphasizing that “it is a cardinal 
principle of the Bank’s operations that 
it does not compete with private 
banks. 

“This principle is carried into effect 
in a number of ways,” Mr. Taylor 
says. ‘““The Export-Import Bank pre- 
fers to receive applications for loans 
from private firms and individuals 
through commercial banks to insure 
that private credit is not available. 
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Crossroads of the West. Gate- 
way to the Pacific. Teeming 
with ships, trade, industry. 
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(San Francisco, home of Anglo Bank) 


Where? 


Heartland of country rich by 
nature, ripe with opportunity. 
Magnet for constantly arriving 
people, business, investment. 


(Central California, with 21 strateg- 
ically-placed Anglo Bank offices) 


Which bank 


for your West Coast business? 
Anglo Bank is central. Anglo 
Bank has the facilities, the 
experience (72 years), and the 
coastwide and foreign con- 
nections to serve you well. 


Head Office: 1 Sansome Street, 
San Francisco, 20, California 


Member Federal Reserve System 


Member Federal! Deposit Insurance Corporation 





The Bank attempts to secure the 
maximum participation by private 
banks in credit arrangements to which 
it is a party. 

“‘The Export-Import Bank com- 
monly uses the facilities of commercial 
banks for making funds available to 
borrowers under lines of credit, receiv- 
ing payments on interest and princi- 
pal, and for handling other matters in 
connection with the extension and 
collection of credits. The Export- 
Import Bank enters into agreements 
with commercial banks under which 
it undertakes in advance to purchase 
from them notes arising out of specified 
transactions financed in the first in- 
stance by the commercial banks. It 
stands ready in turn to sell to com- 
mercial banks or other private inves- 
tors paper from its own portfolio.” 


Sd ¢ Sd 


Credit Control Plans 


The Federal Reserve Board has 
been surveying its 4-year-old credit 
regulations with a view of making 
some modifications to meet peacetime 
conditions. However, relaxations are 
expected to be minor in nature, 
despite widely publicized reports that 
the Reserve Board is considering 
wholesale lifting of credit curbs on 
most,consumer goods. 

The Federal Reserve Board will 
modify credit regulations covering 
home repairs and modernization, indi- 
cating that down payments for this 
category of goods may be eliminated 
entirely. All credit restrictions with 
regard to installment payments on 
clothes purchases and department 
store charge accounts may be lifted. 

Existing credit controls with regard 
to so-called heavy consumer goods 
such as automobiles, washing ma- 
chines, vacuum cleaners, radios, etc., 
will not be lifted for sometime. At 
least, not until production catches up 
with demand. 


¢ ° SJ 


Series E to Continue 


Theodore R. Gamble, head of the 
Treasury Department War Finance 
Division, declares that sales of Series E 
bonds will continue after the end of the 
Victory Loan Drive which closes on 
December 8, 1945. Furthermore, Mr. 
Gamble discloses that the payroll 
deduction plan under which millions 
of workers have purchased war bonds 
and savings stamps will not be dropped. 

“The payroll deduction plan is 
being continued everywhere at the 
request of the Federal Government, 
because it is in the interest of manage- 
ment and labor,” he said. 

Both management and labor have 
endorsed the Treasury’s decision. 
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The PERSONALITY SPOTLIGHT 


RICHARD C, LILLY 


JULIAN B. BAIRD 
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PHILIP R. RAY 


Experienced executive trio now at the helm of the First National Bank of St. Paul 


New chief executive officer at the 
First National Bank of St. Paul is 
Julian B. Baird, who recently be- 
came president of this $350,000,000 
Minnesota institution with the ad- 
vancement of Richard C. Lilly as 
chairman of the board. Philip R. Ray 
has been elected chairman of the 
executive committee. 

Before becoming commercial bank- 
ers, Mr. Baird and Mr. Ray both 
gained prominence in the investment 
banking field. The former gained his 
first bond experience with the National 
City Company, first in New York and 
later at St. Paul. After five years, in 
1920 he joined the Merchants Trust 
and Savings Bank, an investment 
underwriting and selling affiliate of 
the Merchants National Bank which 
was later consclidated with the First 
National Bank of St. Paul. He became 
a vice-president of the First National 
in 1936, and has shown marked plan- 
ning ability, gaining a reputation for 
being an open-minded realist not afraid 
to venture into new loan fields if con- 
vinced of their soundness. 

Mr. Ray is the son of John H. Ray, 
for many years president of the Man- 
kato State Bank, which later was 
merged with the First National Bank 
of Mankato and became a part of the 
First Bank Stock Corporation. He 
formed the investment banking part- 
nership of Philip L. Ray & Co. in 1913, 
and continued in the business until 
1927, when he became assistant to the 
president and a director of the First 
National Bank of Duluth. Two years 
later a consolidation with the American 
Exchange National saw him become 
executive vice-president of the merged 
institution, and president of the securi- 


ties affiliate, First National Duluth 
Company. In 1930, Mr. Ray came 
to St. Paul as president of the First 
Trust Company, vice-president of the 
First National Bank, and member of 
the board and executive committee of 
both institutions. 

Mr. Lilly has been a bank president 
since he was 33 years old, first of 
Merchants National and later of First 
National when the two were consoli- 
dated. He expects to serve primarily 
in an advisory capacity as chairman of 
the board. In this position he succeeds 
F. R. Bigelow, who served as board 
chairman for the past 10 years but 
who has retired from active business 
duties. 

> 


Karl Koblitzelle, vice-chairman 
of the Republic National Bank of 
Dallas since last December, has been 
elected chairman of the board to 
succeed the late Wirt Davis. He has 
extensive theater interests, is widely 
known as a philanthropist, and is 
extremely active in civic affairs. His 
place as vice-chairman has been taken 
by Leslie Waggener, formerly chair- 
man of the executive committee, who 
has been a director and officer of the 
bank for 22 years. Fred F. Florence 
continues as president. 


7 


Advanced to the presidency of 
Robert Morris Associates is Kenneth 
K. DuVall, vice-president, City Na- 
tional Bank & Trust Company, 
Chicago, who was elected at the annual 
meeting September 14 in Philadelphia. 
Other officers are: first vice-president, 
Ernest E. Nelson, manager, Brown 


Brothers, Harriman & Co., Boston; 
second vice-president, Arthur L. 
Moler, vice-president, Fifth Third 
Union Trust Company, Cincinnati. 


e 


New president of the fast-growing 
Hamilton National Bank, Knoxville, 
Tennessee, is Howard P. Preston, 
who for the past 12 years has been 
first vice-president of The Federal 
Reserve Bank of Chicago. His brother, 
Charles M. Preston, after 14 years 
as president of the Knoxville institu- 
tion has now become chairman of the 
board, where he will continue to be 
active (he is also a vice-president of 
the Hamilton National Bank, Chat- 
tanooga, of which another brother, 
Thomas R. Preston, is president). 

The addition of Howard P. Preston 
to the executive staff of the Knoxville 
institution was said to be due to its 
rapid expansion, from a $22 million 
bank 10 years ago to a $100 million 
unit today. 

* 


With the resignation of Pierce 
Onthank to become an assistant 
vice-president of Chemical Bank & 
Trust Co. of New York, Harold G. 
Pond has been elected president of 
the New London City National Bank, 
New London, Connecticut. He was 
formerly vice-president and_ trust 
officer. 

e 


William L. Gregory, new presi- 
dent of the Easton-Taylor Trust Com- 
pany, St. Louis, is acting president of 
the Independent Bankers Association, 
past president of the Associate Bankers 
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of St. Louis, and a member of the international commercial banking work 
faculty of the Graduate School of with American Express Company, 
Banking. Inc., and from 1922-1930 he served in 

Mr. Gregory has had a varied bank- various departments of the Federal 
ing career. For two years he was in Reserve Bank of St. Louis. Before 
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Pres tige... 


An individual’s prestige is enhanced as his achieve- 
ments multiply. So it is with a bank which, by 
its continuous accomplishments maintains a 


commanding position in the public’s mind. 


The prestige achieved by this bank may be 
attributed largely to our friends, both old and 
new, who have joined in making their bank what 


it ig today . . . the LARGEST unit bank in the 
Carolinas. 


American :-2 
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CANADA 








Be wartime growth of 
Canada’s production facili- Coast to Coast 
ties has opened up possibilities in Canada 
for profitable peacetime trading. —— Reith 
Plan to take full advantage of 
ostwar business opportunities — — 
in Canada. Dominican Republic 
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growth of the Dominion for London, England 
over a hundred years, this Bank 108 Old Broad St. EC2 
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coming to the Easton-Taylor Trust 
Company as vice-president on January 
1, Mr. Gregory was a vice-president 
and director of the Plaza Bank of 
St. Louis. For a time during the war 
he served as Chief of the Forest 
Products Division, Board of Economic 
Warfare, Washington, D. C. 


Four new vice-presidents at Bankers 
Trust Company, New York City, are 
W. E. Blakeley, R. B. Hobbs, 
J. H. Riddle and Harvey Emery. 
The first two named were formerly 
assistant vice-presidents, Mr. Riddle 
has been the bank’s economic advisor, 
and Mr. Emery comes from the Navy 
Department. 

+ 


Freeman Koo, son of Dr. Welling- 
ton Koo, Chinese Ambassador to the 
Court of St. James, has been appointed 
head of the newly created Far East 
Department of the Colonial Trust 
Company’s Foreign Division, New 
York City. 


o 


Luis G. Legoretta, director gen- 
eral of the Banco Nacional de Mexico, 
S. A., will be president and director of 
a new company, Industria Electrica 
de Mexico, now being formed by 
American and Mexican interests. It 
will be the largest privately-owned 
industrial corporation in Mexico. 


o 


New officers have been announced 
following the merger of The Morris 
Plan Company of California with the 
First Industrial Loan Company of Los 
Angeles. Elected chairman of the 
board is F. A. Collman, for 20 years 
president of Morris Plan, who will be 
active head of the company’s four 
offices in San Francisco, Oakland, Los 
Angeles and Long Beach. Vice-chair- 
man of the board is W. H. Workman, 
formerly president of the First Indus- 
trial Loan Company. Other officers 
are: president, E. C. Brower, for- 
merly senior vice-president of Morris 
Plan; senior vice-president, A. W. 
Christopher, formerly executive vice- 
president of First Industrial. 

The merger brings together the 
largest and oldest companies operating 
under California’s Industrial Loan Act. 
The combined institution, with re- 
sources of approximately $13,000,000, 
will operate as The Morris Plan Com- 
pany of California. 


¢ 


To Howard Bruce, chairman of 
the Baltimore National Bank, Balti- 
more, has come one of the nation’s top 
citations. In ceremonies at the White 
House last month, he received from 
President Truman the Army Distin- 
guished Service Medal “for excep- 
tionally meritorious and distinguished 
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The Easy Way 


for Correspondent Banks 
to handle 


Foreign Remittances 





Remittances of funds abroad provide 
correspondent banks with a timely, fer- 
tile field for the development of addi- 
tional revenue and an opportunity to 
establish a closer relationship. with indi- 
vidual customers. The volume of these 
transactions is assuming important pro- 
portions as Government regulations 
permit the resumption of remittances 
to additional countries, especially in the 
European Area. 


Hundreds of correspondent banks han- 
dle this business through us. Most of 
these banks do not maintain Foreign 
Departments but follow this easy plan. 


1. ‘They accept instructions from custom- 
ers and relay them to us on forms pro- 
vided for this purpose or by a single letter. 


2. When the name of our correspondent 
bank is imprinted on these forms, the cus- 
tomer receives a receipt of his own bank. 


3. Our correspondent banks abroad in 
turn execute these remittances and obtain 
beneficiaries’ receipts which are for- 
warded to our banking friends here. 

Upon request, we shall gladly forward 
samples of our remittance forms, a 
schedule indicating the areas to which 
remittances are now possible, and addi- 
tional data concerning commission and 


cable charges. 


Manufacturers Trust Company 


55 Broad Street, New York 15, N.Y. 


69 BANKING OFFICES IN GREATER NEW YORK 
European Representative Office, 1 Cornhill, London E. C. 3 


Member Federal Deposit Insurance Corporation 
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service” particularly as Director of 
Materiel, Army Service Forces. 


- 


Following nine years of service as 
vice-president, Edward Mercer has 
been advanced to the presidency of the 
Mercantile National Bank of Miami 
Beach (Florida), to succeed the late 
Judson L. Owen, who died suddenly 
from a heart attack at the age of 54. 
Benjamin N. Kane, formerly vice- 
president, has been made chairman of 
the board; S. W. Curry has been 
elected vice-president and cashier; and 
D. B. Hudson advanced from assistant 
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cashier to assistant vice-president. 


* ) 


S. C. Beise, executive vice-presi- 
dent of Bank of America at Los 
Angeles headquarters since February, 
has returned to the San Francisco 
head office to assume new duties. 
Vice-chairman of the bank’s managing 
committee, Mr. Beise will become a 
member of the advisory council of the 
board of directors and assume charge 
of co-ordination of the bank’s adminis- 
trative departments. 

J. H. Rosenberg, previously vice- 
president and manager of the bank’s 








A MODERN BANKING SERVICE 
for ALL of Oregou 


The dots on the map of Oregon—pictured above— 
indicate the twenty-nine banking units maintained by 
The United States National Bank in this State. In 
addition to the Head office, four branches are located 


in Portland. 


With resources of more than $500,000,000, this Oregon 

financial institution now ranks 29th in size among the 

banks of the nation. It stands ready to assist in the 

development of numerous Oregon peace-time projects 
in business, industry and agriculture. 


Te 
UNITED STATES 
NATIONAL BANK 


of Portland (Oregon) 
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main office at Los Angeles, has been 
advanced to executive vice-president 
to succeed Mr. Beise. T. C. Deane 
succeeds Mr. Rosenberg as vice-presi- 
dent and manager in Los Angeles, and 
Bernard Giannini has been pro- 
moted to assistant vice-president. 

E. A. Mattison, executive vice- 


- president in charge of development of 


loan services, has been elected to the 
advisory council of the board of direc- 
tors. : 

Howard C. Pyle, a geologist and 
engineer, has been appointed vice- 
president in charge 
of Bank of Ameri- 
ca’s new oil divi- 
sion. He recently 
returned to inac- 
tive status from the 
Army, after serving 
as lieutenant 
colonel and deputy 
chief of the general 
staff oil branch, 
directing the petro- 
leum supply to American Armies and 
the Air Forces in Europe. 





H. C. PYLE 


After serving for several years as 
director of foreign trade for the St. 
Louis Chamber of Commerce, FE. J. 
McAuley has been named vice- 
president of the First National Bank, 
Mobile, Alabama, and will be in 
charge of the institution’s foreign de- 
partment. Henri S. Aldridge has 
been made an assistant vice-president 
in charge of the dealers installment 
loan department. 


* 


Lt. Colonel Lanning Macfarland 
has returned to The Northern 
Trust Company, Chicago, as vice- 
president in the banking department, 
after serving as a liaison officer with 
Marshal Tito’s guerrillas in Yugoslavia 
during the war. 


o 


Winner of the annual Jean Arnot 
Reid Award this year is Miss Beryl H. 
Evans of The First 
National Bank of 
Scranton (Pennsyl- 
vania). The award, 
consisting of $100 
and an engrossed 
scroll, is made each 
year by the Associ- 
ation of Bank 
Women to a woman 
graduate of the 
A. I. B. who is con- 
sidered best qualified through integrity 
and efficiency to represent women in 














MISS EVANS 


_banking. Miss Evans has been with 


the Scranton bank for the past five 
years, in the™loan and mortgage 
departments. 
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CANADIAN BANKING 





By JAMES MONTAGNES 


Ninth Canadian Victory Loan 


Canada’s Ninth Victory Loan cam- 
paign starts on October 22 for a three- 
week period, to help the financing of 
rehabilitation. Loan sets a new high 
for Canada’s Victory Loans with a 
minimum goal of $1,500,000,000, of 
which individuals are expected to 


subscribe $800,000,000. The loan will. 


be the last Victory Loan for at least a 
year, former Victory Loans having 
been held every six months. There is 
to be no drive next spring. 


Sf ¢ ¢ 


Small Loans Campaign 


Canadian banks are now making a 
concerted effort to obtain a larger 
slice of the personal small loan business, 
as a result of new low rates and 
monthly installment repayments insti- 
tuted by the 1944 revision of the 
Canada Bank Act. 

Currently the Bank of Montreal is 
advertising in publications throughout 
Canada that “borrowing can be good 
business” and drawing attention to 
the low cost of loans needed to pay for 
the winter’s coal and to make pay- 
ments on income and other taxes. The 
bank points out that personal loans 
for these and similar needs can be 








Personal loans are being stressed 


obtained for as low as 27 cents a 
month per $100 loan. 

The bank also uses the classified 
columns of metropolitan newspapers 
under “‘Money to Loan”’ headings. 

Statistics are not yet available as to 
the results of these advertisements, but 
branches of the bank report that there 
is an increasing number of personal 
loans now being made. Branch bank 


managers have been instructed through 
circulars and at meetings to make a 
concerted effort for this type of busi- 
ness as part of the bank’s public rela- 
tions policy. Managers have even 
been instructed that the head office 
realizes that there is a possibility of 


losses in this type of loan, since banks 
cannot take chattel mortgages. How- 
ever, the bank does not look for an 
appreciable ratio of losses. 

The Bank of Montreal has also 
started a new campaign in farm publi- 
cations pointing out the wide variety 
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|B estes statistical information on U. S. 
Government Securities and the latest quota- 
tions are at your disposal in the Bond department of 
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Company provides efficient and prompt service in 
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Send for our booklet, 
‘United States Government Obligations” 
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of loans which can now be made to 
farmers under new government legis- 
lation to provide farmers with money 
for reconstruction, electrification, bet- 
ter housing, purchase of new equip- 
ment, live stock, drainage systems and 
other improvements. 


* ° ° 


Veterans Return to the Banks 


Canadian banks have been prepar- 
ing for some time for the return of a 
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good percentage of the approximately 
8,700 men from the staffs who enlisted 
in the Canadian, British and United 
States armed services. Shortly after 
V-J Day, banks estimated that about 
10 per cent of the men in uniform had 
returned to the banks and were finding 
their way in civilian life. Canadian 
banks have for some time been using 
refresher courses for these war veter- 
ans. Salary increases and pension fund 
payments have automatically con- 
tinued while the men have been away. 





Where the wire and telephones went 


More graphic than words have been the on- 
the-spot photographs of what the telephone 
and electronic devices did in war. Wher- 
ever they are they bind our men together. 


The Bell System has concentrated its ener- 
gies on making this equipment for our 
armed forces. That has caused shortages of 
switchboards, central office equipment and 
telephones here at home. 


Somewhere in the Pacific, American soldiers and a native boy bring up Signal Corps equipment with 
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the aid of a water buffalo. These animals saved the day many times in bringing up heavy equipment. 
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The banks hope that, as in the First 
World War, at least 50 per cent of the 
men will return to banking. 

As to how these war veterans are 
adjusting to banking routine after life 
in uniform, the experience of the Royal | 
Bank of Canada is typical. T. H. 
Atkinson, assistant general manager, 
recently made a trip through Western 
Canada visiting branches where re- 
turned men are now at work, and he 
reports: 

“From my observations every man 
who has come back to the bank from 
the armed services is a better man 
than when he went away. Without 
exception these returning men have 
more assurance, a new self-confidence 
and a willingness to accept responsi- 
bility, that augurs well for their future. 

“More than that, our returning 
veterans are adjusting themselves to 
bank conditions remarkably well and 
in a very short space of time,” Mr. 
Atkinson adds. “It has been our be- 
lief that these men would require per- 
haps six months to ‘shake down’ into 
office work and to readjust themselves 
to normal living. In fact we made it 
clear to all returning men that we did 
not expect them to jump right into 
bank harness overnight and that if 
they wished to come in late or leave 
early we would have no objection to 
this. Much to our surprise many 
came to us before a month had passed, 
urging us to put them on regular posts. 
Few if any wanted a long period of 
so-called readjustment. Their princi- 
pal concern was to get down to serious 
work as soon as they possibly could. 
In view of our experiences so far we 
have no worries about the assimilation 
of our servicemen into the bank family 
on their return. We look forward to 
welcoming them back as soon as their 
tasks in the Navy, Army and Air 
Force are ended.” 


¢ ¢ ° 


Banks and Mining Camps 


Canadian banks look to new mining 
fields and the expansion of present 
gold mine areas for most of their 
immediate opening of new branches. 
Since V-J Day the Bank of Nova 
Scotia has announced the opening of 
a branch at Red Lake, Northern 
Ontario, where the Imperial Bank of 
Canada had maintained the only 
branch. This mining camp has been 
in operation nearly 20 years and all 
the area around it is in the midst of 
development, which temporarily halted 
during the war. Like many other 
mining camps it is only accessible by 
air or by water, and is served by daily 
air service out of Kenora, Ontario. 

With the war finished it is expected 
that a number of other bank branches 
will be opened in gold mining areas 
within the next half-year. 
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SKILL TO DO... 


Comes of Doing 
“SDDS PPP DP IKE KEKE 


N OFFERING a program of assistance and 
cooperation to correspondent banks, the 
Philadelphia National believes its broad ex- 
perience in participation with other banks in 

loans to local enterprises particularly valuable at present. 


Since “skill to do comes of doing” our experience, 
covering many industries, enables us to offer practical 
cooperation with correspondent banks, not only with 
local loans, but particularly in the participation in con- 
tract termination and reconversion loans. These services 
are supplemented by our ability to obtain credit infor- 
mation of unusual accuracy and timeliness. 


We will be pleased to explain just how our experience and 
ability to work with correspondent banks can be of def- 
inite value to your institution. Your inquiries are invited. 


THE PHILADELPHIA 
NATIONAL BANK 


PHILADELPHIA 1, PA. * ORGANIZED 1803 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Where Judgment 





Catchers have to use their heads as well as their 
hands. ) ) The man behind the home plate is in on 
every play. It’s up to him to outguess the batter in 
terms of his pitcher’s strength and weakness. ) ) 
At all times he must be mentally ready for split-second 
decisions...when to throw to second or third...when 
to take a chance on blocking a runner at the plate. 
» » And though he plays baseball's most hazardous 
position fear does not impair his judgment —for he’s 


Ps 


PROTECTED against foul tips and flying spikes. ) » 
Executives in business and banking value LA MONTE 
Safety Paper for somewhat similar reasons. } }} The 
use of this product in safeguarding checks against 
alteration and counterfeiting removes unnecessary 
doubts and anxiety over the safety of funds in transit. 
And so effectively that LA MONTE Safety Paper has 
for decades been recognized as the Standard of 
Safety in the field of check protection. 


For Samples of LaMonte Safety Paper see your Lithographer or Printer—or write us direct. 


LA MONTE 


GEORGE LAMONTE & SON 





The Wavy Lines are a LaMonte Trade Mark 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization’s Trade-Mark is in the paper 
1871 itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 
Protection against counterfeiting—saves Banks sort- 
ing time — helps prevent errors. 





In writing to advertisers please mention The Burroughs Clearing House 
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THE BOOKLET COUNTER 
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New Booklets 


The Banks are Ready .. . Pam- 
phlet reprint of a series of six adver- 
tisements designed to acquaint the 
public with the comprehensive pro- 
gram adopted by banks to assure busi- 
ness of adequate credit in the current 
transition period. 

The advertisements can be freely 
adapted by banks to their own use, in 
newspaper display or pamphlet form, 
over their own signatures. They cover 


such subjects as the regional credit’ 


pools, financing of small business, and 
the way in which correspondent bank- 
ing relationships will be utilized to 
help business bridge the gap between 
war activity and peacetime production. 


Bank and Auto Agent Plan... 
A series of four bulletins in which an 
insurance organization discusses vari- 
ous phases of the program to co-operate 
with banks in promoting direct financ- 
ing of automobiles. Included is a 
description of how a St. Louis bank 
developed such a plan before the war 
with marked success, and a comparison 
of the direct vs. indirect methods of 
car financing. 


Retirement and Profit Sharing 
Plans. . . Descriptive booklets cover- 
ing different types of pension and in- 
centive programs which have been 
installed in business organizations. 
Developed by a firm of consultants in 
this field, the plans outlined are said 


to be among the most flexible yet 
devised. 


Maintaining Purchasing Power 
in the Transition . . . An analysis 
of the contention that take-home pay 
must be maintained, through a rise in 
basic wage rates, if deflation and mass 
unemployment is to be avoided in the 
reconversion period. Figures are cited 
to show that wage rates have already 
out-run prices, and other inflationary 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 


factors are listed to discount defla- 
tionary fears. The key to the solution, 
the author believes, is to follow such 
policies as to establish a reasonable 
expectation of profits, as an incentive 
to the maintenance of full production 
and employment. 


Color Dynamics for Offices... 
Exhaustive tests have proved that 


color affects or influences a person 
mentally and physically. By proper 
choice and use of certain colors, these 
various reactions can be controlled and 
turned into productive channels, there- 
by improving worker comfort and 
efficiency. A large paint company has 
prepared this booklet to illustrate 
practical applications of the scientific 
use of color in offices and institutions. 
































Member Federal Reserve 





IN ONLY 75 YEARS 


No more graphic illustration of the rapid develop- 
ment of the Pacific Northwest can be found than the 
growth of the Seattle-First National Bank. 


It was founded in 1870, twelve years before Seattle 
had any other bank. At that time the “sawmill village” 
had a population of only 1,107 and there were but 
23,955 persons in the entire Territory of Washington. 


Today, Seattle has over 450,000 residents and the 
population of Washington State is over 2,000,000. 
This bank entered its 75th anniversary year as 25th 
in the United States and the largest bank north of San 
Francisco and west of Milwaukee with resources of 


over $600,000,000. 


38 banking offices conveniently 
located in the State of Washington 






System Insurance Corp. 


Main Office — Seattle 


Spokane and Eastern Division - 


Spokane 


Member Federal Deposit 








W. Ss. SHAD-O-RUG 
Quality Rubber Mat 
For slip prevention and dirt removal 


in entrances and lobbies . . . stands 
heavy traffic .. . will not crack or tear 





SIZES —4’x15’ - 4’x30’ - 4'x60’ 
PRICE—60c sq. ft. f.o.b. Chicago, Ill. 
Color—Black only. SAMPLE ON REQUEST, 


FOR TIRED TELLERS— 
Comfortable Tire Fabric Mats 


A. N. BRABROOK 


424 MADISON AVE., NEW YORK 17, N. Y. 
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No Mistakes Possible 


when coins are wrapped in 


‘STEEL: 2rRONG 


Automatic 
COIN WRAPPERS 


ie 





Patented Red-Bordered- 
Windows Show the Total 
Amount and Denomina- 
tion of Contents —“‘give 
ease of visibility". 








HIS famous, patented “Steel-Strong” Coin 

Wrapper has imitators, but it cannot be 
duplicated. Only the precision machinery 
specially created by “Steel-Strong”, to print 
and punch with perfect accuracy, gives you 
complete protection. No wonder “‘Steel- 
Strong” is the largest-selling window wrap- 
per in America! Wraps all coins from Ic to $1. 


Free Samples 
Write today, to Dept. B 


The C. Le DOWNEY Company 


HANNIBAL, MISSOURI 











since 1850. 








KEY CITY 


Because Buffalo is in the center of the 


Corporation 


greatest concentration of population on 
the North American continent, it has be- 
come the “Convention City of the East.” 
The Marine Trust Company has been 


serving the Buffalo-Niagara Frontier 


Member of Federal Deposit Insurance 


Ue 


Buffalo’s Oldest and Largest Commercial Bank 











Color Dynamics for the Home 
- - e How color can be used to make the 
home more attractive and restful, and 
how it can help to prevent mishaps. 


Mitigating Depression ...A 
major criticism of a free economy is 
the difficulty of maintaining productive 
employment at a continuous high level, 
due to the fluctuations arising from 
overexpansion and subsequent contrac- 
tion. This bulletin sets forth a num- 
ber of suggestions for making our 
economy more stable, through credit 
policy, timing of new capital forma- 
tion, governmental programs, etc. 


Aluminum Windows... One of 
the post-war possibilities is that alumi- 
num windows will be extensively used 
in moderately priced residential con- 
struction, since they can now be pro- 
duced on a volume basis at competitive 
prices. This 15-page brochure cites 
their advantages, contains illustrations 
giving construction and _ installation 
details, and pictures a number of homes 
in which aluminum windows have 
been installed. 


Still Timely 


Effective Procedures in Inven- 
tory Financing ... This 25-page 
brochure gets below the surface of the 
subject and discusses practical prob- 
lems of organizing the bank to handle 
inventory loans. It discusses how to 
obtain commodity information, main- 
tain records, determine how much to 
lend, liquidate collateral and develop 
new business. 


Opportunities in Retail Trade 
. « « With war’s end, a great many 
service men and others will seek to go 
in business for themselves in the retail 
field, and bankers are certain to be 
called upon increasingly for counsel as 
well as financial assistance. This 40- 
page appraisal of the opportunities, 
rewards, risks and requirements in 
retailing should serve a timely and use- 
ful purpose, in this connection. 


Pathway to Executive Success 
.-» A simple secret that earns advance- 
ment for many men in business is dis- 
closed in this readable little pamphlet. 


Documentary Requirements 
on Shipments to Latin America 
. . - Helpful information for banks and 
their customers, pertaining to ship- 
ments of merchandise forwarded by 
freight, by air and by parcel post to 
Latin American countries. 


Employee Pension Plans... 
A comparison in chart form of four 
basic types of pension plans involving 
company contributions only. 
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This is a family affair 


We believe we have something mighty un- 
usual in th? business world. It’s a kinship 
with our Correspondent Banks which — quite 
literally — money can’t buy. 


It begins with sincere mutual friendship and 
respect. It thrives on genuine helpfulness and 
co-operation. 


Everything we have at The Pennsylvania Com- 
pany is freely offered to our Correspondents 
at all times. (Considering that we are not 
only a large bank, but also one of the oldest 
and largest Trust Companies in the United 


States, our experience and facilities are about 
as wide as they come.) 


One thing our Correspondents like particu- 
larly is the speed with which we handle transit 
items. We are one of the nation’s largest 
users of air mail for check collection purposes, 
so, in effect, our speed is limited only by the 
speed of the airplane. 


Next time you talk to one of our Correspon- 
dents, ask him about our relationship. We 
believe he will tell you, as we have, that it’s 
very definitely “a family affair.” 


THE 
PENNSYLVANIA 


COMPANY _ ... ns o 


LIVES AND GRANTING 
ANNUITIES @ Founded 1812 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM 


FEDERAL DEPOSIT INSURANCE CORPORATION 


In writing to advertisers please mention The Burroughs Clearing House 
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where there’s 
marketable inventory 





...and you'll score 
big inventory loans 


Business men in need of additional working 
capital often overlook this “bull’s-eye” of 
excellent loan collateral. So the Lawrence 
Warehouse Company offers your inventory 
loan department three big “helps” in aiming 
for this profitable business. 


First — Lawrence advertises its field ware- 
housing service to 18 top prospect industries. 
Lawrence ads explain how inventories may 

be field warehoused on the borrower’s premises 
with the warehouse receipts shiagtel tor 
banks and other leading agencies. 


Second — Lawrence has just issued a full ex- 
planatory booklet, “Field Warehousing on 
your premises.” It is free—and we wi gladly 
send you a supply for distribution to your 
customers. 


Third — for the desks of your loan officers, 
Lawrence has produced a free and fully 
detailed booklet “Inventory Financing.” 


Phone or write our branch office in your 
territory — and take advantage of Lawrence’s 
30 years of Field Warehousing experience. 


LAWRENCE WAREHOUSE COMPANY 
Field Warehousing vor san voans on inventory 


NEW YORK: 72 Wall Street CHICAGO: 1 North LaSalle Street 


SAN FRANCISCO: 37 Drumm Street * LOS ANGELES: 


W. P. Story Building * Buffalo * Boston * Philadelphia * Kansas City, Missouri ¢ St. Lovis « New Orleans © Jacksonville, 
Florida * Dallas * Houston * Denver * Fresno * Stockton * Portland, Oregon * Atlanta * Cincinnati * Washington, D. C. 
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COURT DECISIONS 





By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Oral Agreement Changing 
Payment of Note 


The payee of a promissory note 
executed by three co-makers sued one 
of them. The other two could not be 
reached. According to the tenor of 
the note the three co-makers were 
jointly and severally liable for- the 
entire face value of the note. 

The co-maker who was sued averred 
that subsequent to the execution and 
delivery of the note, an oral contract 
was made by the payee and the three 
co-makers whereby each of the co- 
makers would be liable for only one- 
third of the note and might pay in 
installments of $10 a month until his 
share was paid, although that would 
extend payment beyond the maturity 
of the note. The defendant co-maker 
claimed that he had been paying $10 
a month up to the time the suit was 
filed and had thus complied with the 
terms of the oral contract. 

The Supreme Court of Kansas 
decided that he was liable for the full 
amount of the note, in accordance with 
its terms, and that the alleged oral 
agreement modifying and reducing his 
liability was without legal effect be- 
cause it lacked “consideration.” 

“The written contract, the note,” 
explained the court, “required the pay- 
ment of the entire indebtedness and 
interest by each maker at maturity. 
What was the consideration for the 
alleged new oral contract which made 
each maker liable for only one-third 
of the debt and extended the maturity 
thereof until thé debt was paid at the 
rate of $10 a month? 

‘‘We find none. Under the terms of 
the note the defendant here, a co- 
maker, was already obligated to pay 
all and not merely one-third of the 
note, plus interest at the date of its 
maturity. The fact that he was 
financially unable to meet that obliga- 
tion did not change his legal liability. 

**Manifestly the payee did not bene- 
fit by reducing that liability to one- 
third. Nor was there any legal con- 
sideration for permitting the defendant 
to string the payments along at the 
rate of $10 a month when according 
to the legal tenor of the note he was 
required to pay the indebtedness in full 
at maturity. The rule is that an 
agreement to do or the doing of that 
which a person is already bound to do 
does not constitute a sufficient con- 
sideration for a new promise. 

“Here the defendant co-maker, under 


the new oral contract, would be re- 
quired to do and, if he complied there- 
with, would do less than the original 
contract, the note, bound him to do. 
Permission to pay in installments was 
merely a matter of favor and indul- 


gence on the part of the payee and his 
forbearance, without a legal consider- 
ation, did not make the oral agreement 
enforceable. 

“There is no presumption of benefit 
to the creditor or of detriment to the 














Prior to the War, the production 
of automobiles and automobile 
equipment ranked second in 
value of products manufactured 
in the St. Louis industrial area. 
Already plans are being made 
for a great peacetime expansion 
of such production. 





As have others, this industry has 
recognized and been aided by 
the strategic, central location of 
St. Louis... particularly the city’s 














St. Lous. ..and the Automotive Industry § 


=e. 


a fat 4 





unexcelled facilities for econom- 
ical, nationwide distribution. 


It has been the privilege of 
Mercantile-Commerce to work 
with and grow with this and 
many other industries in the St. 
Louis area. The diversified in- 
dustry of this city has provided 
a wealth of valuable experience 
that is always at the service of 
our correspondent banks. 
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Your precious 
personal records are 
probably preserved 


on Weston paper 


For generations the bulk of 
this Country’s priceless records 
of person and’ property have 
been placed on WESTON 
paper — paper of proved re- 
sistance to time and hard 


How about your BUSINESS RECORDS ? 


They, too, should be subject to this sound and simple rule 
If they're Worth Keeping, keep them on 


Weston paper 


Weston Cotton Fibre Content Record, Ledger, Index and 
Bond Papers are specifically and exclusively created and tested 
to provide an efficient and enduring foundation for records 
worth keeping. For your own protection and peace of mind and 
for the sake of the succeeding generations that will carry on 
your business, make sure that your important records are put 
on WESTON paper. 


BYRON WESTON COMPANY :Dalton, Massachusetts 
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debtor if a request for forbearance be 
granted. The creditor is under no 
obligation to his debtor to take active 
measures to enforce payment. He may 
remain passive and preserve his reme- 
dies, and he may tell the debtor he: 
will remain passive without losing his 
remedies. Here we have nothing but 
uncompensated forbearance by the 
creditor.” 

This case dealt only with the legal 
situation existing between the payee 
and a maker. It did not discuss the 
possible effect on the payee’s remedies 
against a surety or guarantor if the 
payee should “forbear” in a manner 
amounting to an extension of the 
maturity date, without the consent of 
the surety or guarantor. (Cron vs. 
Zimmerman, 159 Pacific Reporter, 
Second Series, 400.) 


+ o o 


Must Prove Authenticity 
of Note 


In a recent suit by the holder of a 
negotiable note against the maker, the 
Massachusetts court said: ‘“‘Where the 
plaintiff produces the note and the 
defendant admits his signature, a 
prima facie case is made for the 
plaintiff, and the burden of proving 
want of consideration (or other de- 
fense) rests upon the defendant.” 
(Baker vs. Paeff, 61 Northeastern Re- 
porter, Second Series, 650.) 

That’s a widely followed rule and is 
the law in most jurisdictions. But 
banks cannot rely upon it too com- 
pletely, as a recent Indiana case shows. 

There the holder of a note sued the 
corporate maker. The corporation 
denied the authenticity of the note, 
chiefly on the ground that the officer 
who executed the note had no authority 
to bind the corporation. Hence it was 
not the corporation’s note. 

“The holder of the note,” said the 
Supreme Court of Indiana, “argues 
that because the note was admitted in 
evidence, he had made a prima facie 
case and that therefore the court was 
legally bound to find that it was 
executed pursuant to authority. He 
offers no text or citations for this 
assertion. 

“‘We understand the rule to be that, 
where the execution of a note or other 
instrument in writing, sued on, is 
denied under oath, and no evidence of 
the authenticity of such note or other 
instrument is given, it can not be read 
to the jury, but that, where evidence 
addressed to the court is adduced, 
making out a prima facie case of the 
note or other instrument, or reasonably 
tending, even slightly, to prove the 
formal execution of it, such evidence 
is sufficient to entitle such note or other 


‘instrument to go to the jury. 


“When the execution of a written 
instrument is denied under oath, the 
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i these days of commodity shortages 
and transportation difficulties, you 
and your customers need resourceful, 
quick-acting collection service. 

Such a service is yours at Irving Trust 
Company. Here, a unit specializes in 


Speed up the Collection of 
your Commodity Drafts 





speeding collection of commodity drafts 
and facilitating delivery of merchandise. 

These facilities—plus our long ex- 
perience with bill of lading drafts— 
enable us to render a service geared to 
today’s needs. 


Send us items collectible on the Eastern seaboard and 
call on us for assistance with your collection problems. 


IRVING TRUST COMPANY 


‘ONE WALL STREET - NEW YORK 15,“ F 


Member Federal Deposit Insurance Corporation 








In writing to advertisers please mention The Burroughs Clearing House 


Air Express 









ee : Ve e , 


FOR FASTEST DELIVERY, phone for pick-up of your ship- 
ment as early in the day as possible. Early shipment often means * 


same-day delivery to points from 500 to 
1,000 miles away. 


RATES REDUCED. Express rates 
today are an average of 104% less than 
prewar, making it a better business buy 
than ever. 


WRITE TODAY for interesting ‘““Map of Postwar Town” 
picturing advantages of Air Express to community, business and 
industry. Air Express Division, Railway Express Agency, 230 Park 
Avenue, New York 17. Or ask for it at any Airline or Express 


ZSS 


office. 


Mi 








Crves 


all major U.S. towns and cities direct by air 
— with fastest air-rail service to more than 
23,000 other domestic points. Service direct 
by air to and from scores of foreign countries. 








$1.04 


$1.25 





$1.52 





$2.19 











$4.20 




















GETS THERE FIRST 


Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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party relying on the instrument has 
the burden of proof on that issue 
throughout the trial.”” (McGuire vs. 
Indianapolis, 61 Northeastern Re- 
porter, Second Series, 642.) 

Here are typical situations in which 
the bank as holder of a note may be 
required to prove its “‘authenticity:” 
where the maker denies his signature; 
where the maker goes into bankruptcy 
and the note must be proved as a 
claim against the bankrupt estate; 
where the maker dies and the executor 
of the estate insists that the note be 
proved; and where the authority of 
the officer who executed a corporate 
note is denied. 


* Sd ¢ 


Statute of Limitations on Note 
Under Seal 


Because in most jurisdictions the 
statute of limitations on instruments 
under seal is much longer than on 
documents not under seal, a bank’s 
right to sue on a note not under seal is 
usually “‘outlawed”” much sooner than 
in the case of a note under seal. 

That was the basis of the contro- 
versy in a recent New York suit. A 
corporate maker’s note was executed 
under seal; the corporation’s president 
endorsed the note without a seal. Did 
he in effect ‘‘adopt’”’ the seal of the 
maker? If he did, he could still be 
sued on the note; otherwise the note 
was “outlawed” as to him under the 
shorter time limit on instruments not 
under seal. 

“While the note, signed by the cor- 
poration of which defendant was presi- 
dent, was under seal,” said the New 
York court, “the latter’s endorsement 
was not sealed. If he were an ordinary 


‘endorser, his endorsement would give 


rise to a separate contract; in that 
event, under the prevailing view, it 
would be held as a matter of law that 
the endorser whose contract was un- 
sealed, did not adopt the seal of the 
maker of the note. 

“If, on the other hand, the defendant 
were the accommodated party, he was 
in the position, not of an endorser 
under a separate contract but of a co- 
maker of the note (a single contract). 
It has long been settled in this state, 
as well as in other jurisdictions, that 
one party to a contract may adopt the 
seal of the other party without inde- 
pendently affixing any’ seal whatso- 
ever. In such a situation external evi- 
dence of an adoption of the seal by the 
defendant (in effect a co-maker) may 
be offered.” 

A jury will have to hear the evidence 
and decide whether or not the endorser 
actually adopted the maker’s seal. 
(Euler vs. Sutherland, 55 New York 
Supplement, Second Series, 758.) 
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THE A. B. A. 
REPORTS 


(CONTINUED FROM PAGE 17) 


Shortly after the convention last 
year a booklet entitled ‘Special Check- 
ing Accounts—Operating Procedure” 
was issued and mailed to A. B. A. 
member banks. The booklet con- 
tained the procedure for installing and 
operating a special checking account 
department and illustrated the various 
forms required. 

A study has just been completed 
and issued to the member banks deal- 
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Experienced Foreign Banking Service in 


CUBA 


and throughout the 


WEST INDIES 


We offer banks and business firms interested in foreign trade, an experi- 
enced ‘‘on the spot’’ banking service in Cuba, and throughout the West 
Indies. Long established branch offices assure you of valuable assistance. 
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ing with the many complications and 
technicalities in Federal taxation. 

The commission is working on the 
refinement of its bank money order 
plan to provide a new one which, in 
addition to being beneficial and profit- 
able to the banks of the country, will 
offer a bank instrument which can be 
sold by any member bank of the 
Association and which can be readily 
cashed by any member bank without 
loss. 

The Bank Management Commission 
has been in conference with the Post 
Office Department to improve its bur- 
densome and expensive procedure in 
the collection of “outside” money 
orders. 

* 


Credit Policy 


Re ee tin 

Company, New York 

Our next and immediate problem is 
to re-establish our civilian economy 
promptly and enduringly. 

To carry out this program endorsed 
by the bankers throughout the coun- 
try, the Credit Policy Commission is 
considering recommendations for revi- 
sion of Regulation W to remove restric- 
tions on loans made to individuals for 
the purchase of consumer durable 
goods. 

If people buy automobiles, refrigera- 
tors, radios and other appliances and 
improve their homes out of current 
income by using their bank credit, 
then more war bonds will be held until 
maturity and one of our greatest infla- 
tionary dangers will have been averted. 


e 


Small Business Credit 


By Commission Chairman Robert M. 
mes, President, Wachovia Bank and 
Trust Company, Winston-Salem, North 
Carolina 
Organization of 41 bank credit 
groups with resources in excess of 
$600,000,000 to meet the needs of 
medium or small sized business during 
the post-war period is the constructive 
answer given exponents of government 
credit by the privately owned federally 


Branches in Cuba, Haiti, Puerto Rico, Dominican Republic, the 
British West Indies, Central and South America. 


Two branches in London, England 
Complete foreign banking service in all parts of the world 


New York Agency—68 William Street 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 


Branches in Canada d 
from Coast to Coast $1,700,000,000 


























—SPECIALISTS IN— 


United States Government 
Securities 


Federal Land Bank and Other Agency Issues 


Territorial Bonds * Municipal Bonds 


C. J. DEVINE a CO. 


48 Wall Street, New York 5, N. Y. 


Chicago * Boston °* Philadelphia ° Pittsburgh °¢ Cleveland 
Cincinnati ¢ St.Lovis °¢ San Francisco 


Direct Wires to all Offices 


> 




















DEVELOPS CONSUMER 
LOAN VOLUME 
AND CUSTOMERS FOR 
OTHER DEPARTMENTS 


A DELAWARE BANKER WRITES 
ABOUT HIS EXPERIENCE: 


**Close to 50% of our personal loan cus- 
tomers are attributable to our Thrifti- 
Check department.”’ 


“Better than 250 of our safe deposit 
renters are ThriftiCheck customers . . 

This department is unquestionably a feeder 
for savings and commercial accounts.”’ 


FROM A MASSACHUSETTS BANK: 


“We analyzed 145 ThriftiCheck accounts, 
taken at random from our full list of 8,423 
. . » This showed that in this short list only, 
we had 14 personal, mortgage and regular 
loans . . . 32 savings accounts and four safe 
deposit boxes. 


“We consider that the names of our 8,423 
ThriftiCheck depositors are Al prospects 
for developing automobile loans, per- 
sonal loans and appliance loans. 


“It should constitute the finest mailing 
list possible. They are in general per- 
sons of moderate circumstances, who 


should be the best prospects for installment 
purchases.”’ 


This is direct evidence from banks as 
to the substantial class of customers 
created by ThriftiCheck for other bank 
services. 


We will be glad to furnish to you 
in complete detail the experience 
of our client banks with Thrifti- 
Check as a builder of new business 


BANKERS DEVELOPMENT 
CORPORATION 
31 Nassau Street, New York 5, N. Y. 


Telephone REctor 2-7580 
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and state chartered banks of our nation. 

In order that the bank credit groups 
can serve the needs of the country 
more efficiently, we have under con- 
sideration the adoption of a standard 
form of loan participation certificate 
that will avoid a variety of texts of 
loan participation certificates and loss 
of time in supplying the credit sought 
by the applicant. It would also seem 
practical for each bank credit group to 
adopt and agree upon a general form 
of term loan agreement and also per- 
haps a revolving loan agreement. 

Pressure is being constantly exerted 
in Congress for expansion of govern- 
ment credit, and to provide this Com- 
mission as a representative of banking 
with data which may be used in 
our hearings at Washington, we are 
making arrangements for a system 
of simple reports which will be made 
monthly by each group. 


+ 


Commerce 


By Commission Chairman Fred I. Kent, 

Director, Bankers Trust Company, New 

York City 

During the war the work of the 
Commerce and Marine Commission 
was confined largely to the measure- 
ment of those forces which developed 
that were expected to have an influence 
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on business and industry in the United 
States and the world in the post-war 
period. 

The wasteful government expendi- 
ture that was carried on by our govern- 
ment for most of the decade previous 
to the war and the wasteful non-essen- 
tial expenditure during the war must 
be stopped short unless we wish our 
country to degenerate into one with a 
standard of living equivalent to that 
of many of the European countries in 
the pre-war period which helped to 
cause the unrest which led to World 
War II. 


e 


Research 


By Council Chairman Raymond N. Ball, 
President, Lincoln-Rochester Trust Com- 
pany, Rochester, New York 

In recent weeks an intensive study 
has been made of bank earnings and 
their relation to deposit insurance 
assessments, to bank reserves, to 
losses, and to interest received on 
United States Government securities. 
The effects of proposals that interest 
rates be reduced further and that 
Federal Government requirements be 
supplied by the sale of non-interest- 
bearing securities to the Federal Re- 
serve banks have been examined. 

For its own use, the council has done 
preliminary work on a study of the 
possible shifting of bank deposits in 
the post-war years. 

The extent of deposit expansion is 
known. Many factors must be con- 
sidered, but fundamentally there is 
involved a study of the ways in which 
communities made their living before 
the war, the changes during the war, 
and the ways in which people are 
likely to make their living in the post- 
war years. These facts known, the 
balance of payments of a community 
may be determined. . 


* 


Federal Legislation 


Activities of the American Bankers 
Association in the public interest are 
reflected in the annual report of its 
Committee on Federal Legislation, 
made by its chairman, F. G. Addison, 
Jr., president, Security Savings and 
Commercial Bank, Washington, D. C. 

Subjects discussed in Mr. Addison’s 
report included: Legislation to amend 
the G. I. Bill; The Brown-Maybank 
Bill pertaining to exchange charges; 
agricultural credit, including bills to 
regulate credit operations of govern- 
ment-subsidized corporations; housing, 
in which the committee recommended 
that governmentally sponsored hous- 
ing be restricted to projects that would 
not compete with private housing; the 
Bretton Woods Agreement Act; stat- 
ute of limitations on government 
checks; financing of small business, 
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concerning proposals to make direct 
government loans or to insure bank 
loans; bank holding companies; gold 
ratio. 

Sd 


Organization 


oe. nee Robert L. Domi- 
k, President, Traders Gate City Na- 
tional Bank, Kansas City, Missouri 


With 845 non-members at the begin- 
ning of this term, our regional and 
state vice-presidents were successful in 
enrolling 434 new members and regain- 
ing 555 resigned and delinquent insti- 
tutions. With 92 still delinquent and 
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with some newly organized banks 
which have not yet joined, the Associ- 
ation closes the year with only 487 
non-members, exclusive of branches, 
throughout the entire country. 


° 


War Bond Drives 


By Committee Chairman Tom K. Smith, 
President, The Boatmen’s Nedional Bank, 
St. Loujs, Missouri 

The American Bankers Association 
Committee on War Bond Drives was 
created after the Fourth War Loan at 
the specific request of the United 
States Treasury Department. The 











] “The Bairds are moving 
@ away tomorrow, going 
back to their home. I just sold 
them $500 worth of American 
Express Travelers Cheques to use 
until they get settled and make a 
new banking connection.” 


3 “Yes, and for service men 
@ and women American Ex- 
press Travelers Cheques are the 
ideal way to carry travel funds. 
They’re spendable anywhere and 
if any are lost or stolen, there’s a 
prompt refund.” 


“Good idea, Bill. So many 

@ people are on the move 

now, there are more opportuni- 

ties to sell Travelers Cheques than 

ever before. I make it a point al- 

ways to suggest them to business 
people making trips.” 


4 “That's right. These cheques 
@ are good protection for fur- 
lough and discharge funds, too. 
I usually show ’em this ‘May I 
Suggest’ reminder slip, so that 
they'll know about American 
Express Travelers Cheques.” 


For other sales suggestions and advertising material that 
will be useful in selling American Express Travelers Cheques, 
or for information about other American Express World 
Services, write W. H. Stetser, Vice President, American 
Express Co., 65 Broadway, New York 6, N.Y. 
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idea was to formulate a national pro- 
gram. and co-ordinate the activities of 
all the nation’s banks in selling govern- 
ment securities. The committee studied 
all of the successful sales ideas that 
had been used during the first four 
drives throughout the country and 
subsequently adopted the most success- 
ful of these ideas and grouped them 
together into a comprehensive selling 
program which, for want of a better 
name, was called “The American 
Bankers Association Plan of Action 
for Banks.” The plan as a whole or 
various component parts of the plan 
are in effect in every state in the Union. 


* 


State Legislation 


y Committee Chairman G. O. Thorpe, 
Bae a Vice-president, First and Lum- 
bermen’s National Bank, Chippewa Falls, 
Wisconsin 


The committee has had definitely in 
mind for years the preparation of a 
model state banking code. It intends 
to complete shortly an important 
initial step; a list of subjects pertinent 
to such code, which will serve the 
purpose of a standard outline for a 
digest of state banking laws. 

A model code will be invaluable 
in strengthening, modernizing, and 
streamlining state banking laws, al- 
though it will be merely suggestive as 
to substance and form. A state 
bankers association, of course, is free 
to accept or reject any provision. 


o 


Consumer Credit 

By Committee Chairman Carl M. Flora, 

Vice-president, First Wisconsin National 

Bank, Milwaukee, Wisconsin 

The final results of our 1944 survey 
showed that approximately 10,600 
banks throughout the country would 
be engaged in some phase of consumer 
lending. The results of this survey 
have created widespread interest among 
banks, trade associations, manufac- 
turers, dealers, and others who have 
some direct interest in this type of 
credit. These results were published 
in a summary which showed the post- 
war intentions of banks by individual 
states and has been exceedingly helpful 
to banks in the various states in arriv- 
ing at a decision to offer their bank 
services in this field of credit. 

The Committee on Consumer Credit 
reports progress on the establishment 
of a nationwide collection system for 
banks. Up to the present date, a 
complete list of all banks engaged in 
some phase of consumer credit has 
been compiled. A questionnaire has 
been prepared and sent to all our mem- 
ber banks which will determine accu- 
rately the classes of consumer loans 
each bank will engage in, and whether 
or not such banks will co-operate in a 
nationwide collection program. When 
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this information is tabulated, the re- 
sults will be published in a consumer 
credit directory and will indicate which 
banks are prepared to offer their con- 
sumer credit department facilities in 
this collection system and to what 
extent. 
o 


Insurance 


By Insurance and Protective Committee 

Chairman, Frederick B. Post, President, 

State Savings Bank, Ionia, Michigan 

At the Administrative Committee 
meeting on April 15 of this year, I 
reported that the reductions ranging 
from 10 per cent to 20 per cent in 
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blanket bond rates to become effective 
May 1 would aggregate about $1.5 
million annually. Our committee’s 
semiannual report also explained that 
this savings accounted for only one- 
half the total amount of decreases 
proposed by our committee on May 
21, 1945. In fairness to both under- 
writers and banks, we believed our 
recommended decreases aggregating $3 
‘million were justified- by continued 
favorable experience under bankers 
blanket bonds. 

On May 19, therefore, it was good 
news to hear that the conference com- 
panies, following the lead of independ- 
ent sureties, would write bankers 
blanket bonds on a three-year basis. 
When written on a three-year basis and 
fully paid in advance, the premium is 
computed at two and one-half times 
the annual premium or a discount of 
1624 per cent. Actually, the three- 
year discount amounts to 25 per cent 
on the annual premium for the second 
and third years. 


° 


Real Estate Finance 
| Ernest M. Fisher, Director, Department 
oO! 


Research in Mortgage and Real Estate 
Finance, A. B. A. 


Work has been started on the prepa- 


ration of a “‘Home Mortgage Servicing 
Manual,” which will supplement the 
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“Home Mortgage Loan Manual.” The 
servicing manual will discuss such 
topics as files and records, costs, 
accounting systems, collections, re- 
appraisals, insurance coverage, tax 
payments, property maintenance, vio- 
lations of deed restrictions, tax or 
other liens, portfolio analysis, operating 
statistics, and organization and train- 
ing of personnel. 

A brochure on “Mortgage Loan 
Advances during Construction” was 
completed during the year and is now 
in publication. 

+ 


Public Education 


By Committee Chairman Frank M. Tot- 
ton, Second Vice-president, The Chase 
National Bank of the City of New York, 
New York 


The newest phase of the committee’s 
work has been the preparation of 
speech material on the G. I. Bill. A 
set of five talks on the general and 
financial provisions of the bill has been 
issued. 

In addition to the talks on special 
subjects, the committee continues to 
maintain a library of speech material 
on general banking subjects for use by 
bankers before school groups and adult 
audiences. Copies of the school talks 
are available to teachers and school 
librarians. During the past year the 
committee has distributed 3,500 talks 
on general banking subjects for school 
and adult audiences, making a total 
of 14,100 talks which have been 
distributed on all subjects. 

+ 


Graduate School 


By the Chairman of Board of Regents, 
Raymond N. Ball, President Lincoln- 
Rochester Trust Company, Rochester, 
New York 


The Graduate School of Banking 
held its eleventh resident session in 
June, 1945, on the campus of Rutgers 
University in New Brunswick, New 
Jersey. Approximately 2,500 men 
have enrolled in the school since it 
opened in 1935 and already 1,356 of 
these enrolled students have com- 
pleted the required work and have 
received the diploma of the school, 
issued jointly by the American Bank- 
ers Association and Rutgers Univer- 
sity. 

The war has, of course, taken its 
toll of G. S. B. students, but the 1945 
session was almost back to normal 
with an enrollment of 574 men. Indi- 
cations are that we shall find it difficult 
to admit all those who will make appli- 
cation for the 1946 session. 

e 


Advertising 


By John B. Mack, Jr., Ma er, Advertis- 
ing Department, New York City 


The steady expansion of the Associ- 
ation’s advertising services during 
recent years was continued during 
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these past 12 months. We are happy 
to report our biggest year on record. 

More than 7,000 banks —nearly 
half of the membership — have obtained 
advertising material from us in this 
fiscal year. Two thousand banks are 
now on annual subscription basis, re- 
ceiving their newspaper advertising 
and display posters from us regularly 
each month during the year. 

In most of our department’s activi- 
ties during the past 20 years, we have 
served as suppliers of material to 
individual banks ordering it. Our 
plans for the future include an expan- 
sion of our helpfulness to all banks by 
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means of special studies, surveys, and 
research, with the results to be made 
available for the benefit of all. 


e 


Ration Banking 


By Committee Chairman Wilbur F. Law- 

son, Vice-president, First National Bank 

of Boston, Massachusetts 

After three years of service the 
Ration Coupon Banking Committee 
is now nearing the end of its task. It 
is expected according to Washington 
estimates that the rationing program 
as far as it involves ration banking will 
end in a few months. 
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things that four years of shortage have worn 
out. More of your deposits will go for the 
down payments, and the balance of the pur- 


chase price will be credit—from somewhere. 
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The banks of the country with rela- 
tively few exceptions, according to the 
experience of the Committee, have 
done a thorough and competent job in 
performing this vital wartime task. 

The Committee urges the banks of 
the country to continue their whole- 
hearted support of the ration banking 
program and strict observance of the 
regulations governing it until they 
have received their honorable dis- 
charge following the end of the ration- 
ing process. 

° 


Service to War Veterans 

By Committee Chairman Chester R. Davis, 

Vice-president and Trust Officer, Chicago 

Title and Trust Company, Chicago, Illinois 

An amendment to the entire Serv- 
icemen’s Readjustment Act was passed 
by the House of Representatives on 
July 18. It is now before the Senate 
Finance Committee which has not as 
yet announced its plans for consider- 
ing the bill. Title III of the bill con- 
tains the substance of several impor- 
tant changes in the act recommended 
by the A. B. A. committee and dis- 
cussed by its chairman in his statement 
to the House committee. Among the 
changes are the extension of time 
within which a veteran may apply for 
a loan, use of the honorable discharge 
as a certificate of eligibility, the auto- 
matic guaranty of loans, and per- 
mitting national banks to make real 
estate loans to veterans on the same 
basis as other lending institutions. 

A survey covering every bank in the 
country designed to furnish factual 
information regarding the veteran 
loan situation as it applies to banks is 
being rapidly completed. This study 
will reveal the number of veterans that 
have discussed loans with bankers and 
it will show the number of loans made 
either with or without the Veterans 
Administration guaranty. 

The committee has completed a 
study of a group of representative 
banks for the purpose of obtaining 
details of their plans for re-employing 
and retraining their service personnel 
when they return to banking. The 
results of this study were distributed 
to all banks in September. 


o 


Public Relations 

By Council Chairman William H. Neal, 

Vice-president, Wachovia Bank & Trust 

Company, Winston-Salem, North Carolina 

We suggest: 

a. That the American Bankers As- 
sociation continue to urge member 
banks to give public relations func- 
tions a permanent place in individual 
bank management, (1) by fixing re- 
sponsibility for a continuing program 


‘in a special department headed by a 


competent executive in the larger 
banks, and (2) by placing responsibility 
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Watch for heavy traffic on the great consumer 
“buy-way’’—almost immediately. Through the 
War, people all over the country have been 
waiting to buy new cars, as well as new 
homes, new home appliances and furnish- 
ings. The day they’ve waited for is practically 


State Farm Mutual’s 1,100,000 preferred-risk 
policyholders want to buy cars right away. 
Most of these will be financed. For months, 
State Farm’s 6,000 agents have been directing 
their policyholders to local cooperating banks 
for credit. 


here! In Detroit alone, plans are laid to pro- 
duce 6,000,000 autos annually to supply the 
demand. 


Is your bank ready for this tremendous 
new business? You can get your share—if 
you're prepared. Hurry! Read how your 
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for the program on a capable officer as 
a part-time duty in the smaller banks. 

b. In setting up their programs, 
banks should be urged to include all 
the standard activities of a compre- 
hensive program, especially such activ- 
ities as the development of construc- 
tive customer relations, advertising, 
publicity, business development, and 
the organizing of the entire bank staff 
into an effective selling force. 

c. Steps should be taken to encour- 
age the training and development of 
competent public relations technicians 
or sales managers, men who will direct 
the programs in individual banks, 
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d. The position of public relations 
director or sales manager in a bank 
must be made attractive by manage- 
ment if capable and ambitious men 
are to be secured to do the job. 

e. Modern merchandising methods 
should be applied to banking. This 
means adapting and improving old 
services and adding a broad range of 
new services to meet changing public 
needs, and then selling these services 
to an ever larger segment of the public 
through aggressive advertising and 
personal solicitation. The more people 
we serve, the broader will be our basis 
of public good will. 
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Country Bank Operations 


By Commission Chairman K.J. McDonald, 
President, lowa Trust and Savings Bank, 
Estherville, lowa 

The three major programs on which 
the commission concentrated this year 
were: 1. A comprehensive, confidential 
cost analysis of country banks. 2. A 
study of correspondent bank relation- 
ships from the point of view of the 
country bank. 3. Preparation of a 
service charge manual for country 
bank use. 

The cost analysis program is being 
repeated. Early in September all 
country banks with resources of $7% 
million or less were invited to take 
advantage of this constructive associ- 
ation service. The response was quick 
and enthusiastic, and indications are 
that the number of banks participating 
in the second year’s program will be 
far in excess of those that took part in 
the pioneer effort. 

The commission’s Committee on 
Country Bank Service Charges, under 
the direction of its chairman, R. A. 
Bezoier, vice-president of the First 
National Bank of Rochester, Minne- 
sota, has been studying service charges 
from the country bank point of view 
for a year and a half. Out of this 
research will come a simple, under- 
standable manual covering the entire 
field of service charges from types of 
charges to installation of a system and 
preparation for public acceptance. 

The third major activity of the 
commission during the past year was 
a study of correspondent bank relation- 
ships. This was undertaken to bring 
about a mutual understanding of the 
opportunities and responsibilities in- 
herent in the relationships that exist 
between a country bank and its city 
correspondent. A survey of more than 
3,000 representative country banks 
was used as a basis for the commis- 
sion’s report. These banks clearly 
proved that correspondent banking is 
a constructive, useful; and highly 
desirable part of the American banking 
system. 
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FARM CREDIT 
POLICIES 


(CONTINUED FROM PAGE 19) 


into the business through the service 
end, which gave them no training in 
financing their purchases or granting 
lines of credit. When tough business 
problems arise for the dealer and the 
solution seems beyond his experience, 
the friendly local banker is within 
reach for advice and counsel. When- 


' ever the dealer has new prospective 


customers requiring credit it is very 
helpful to sit down with a good banker 
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and have the latter rate or grade them. 
This appraisal will enable the dealer 
and his salesmen to avoid wasting time 
on prospects who are so involved 
financially as to be unworthy of credit. 

The understanding banker can often 
convert the dealer’s complicated credit 
situation into an acceptable loan. For 
example, a dealer recently brought us 
the problem of a farmer who needed a 
larger tractor. He had found another 
farmer who had the tractor he needed. 
The dealer agreed to take a smaller 
tractor the farmer customer already 
had on consignment and sell it. The 
problem was how to raise the cash to 
pay for the larger tractor. We solved 
it by making what we call a “‘barn- 
yard” loan in the form of a chattel 
mortgage on the two tractors and some 
other equipment. 


ANY dealers do not use the full 

facilities available to them. 
The average dealer seldom uses his 
local banker for more than maintain- 
ing a checking account or occasional 
discounting some farmer’s note. Some- 
times he also requests credit informa- 
tion on some bank customer. 

Getting the account is only the first 
step in the relationship between the 
bank and the dealer. The wise banker 
will encourage the dealer to bring his 
business problems to him and discuss 
them frankly. Even though the 
banker may not be able to offer an 
immediate solution, talking over the 
situation helps the dealer to think it 
through and reach the right decision. 

We aim to have our dealer friends 


feel that our service is far broader than. 


discounting their contracts or the con- 
version of farmers’ notes into cash. It 
includes our experience in handling 
credit complications and consultation 
on all financial problems. 

To aid them we are available for 
consultation, either at the bank or 
their place of business, to discuss such 
financial problems as how to make the 
best use of capital, budget financial 
requirements, and obtain funds to take 
cash discounts, meet payrolls, carry 
inventory, and purchase equipment. 
Also, how to handle open-account 
credits and collections, finance over- 
haul jobs, and settle the question of 
renting vs. building-ownership and 


many others that concern the progres-- 


sive dealer. 

In the months ahead sales prices 
will reflect the prevailing price levels. 
With increased labor costs and higher 
costs generally in our national economy 
than before the war, more dollars will 
be required to buy farm equipment. 
In turn, the dealer will need more 
capital and more banking accommoda- 
tions in his operations. To meet these 
conditions we advise dealers to build 
up their working capital and keep it 
liquid. 


In some cases where dealers have 
been very successful during the war, 
there is the urge to erect new quarters 
despite -present high building costs. 
We recognize that a dealer in some 
instances may have to construct a 
more modern: building to care for 
expanded opportunities. However, un- 
less he has ample capital, we strongly 
recommend that he defer any invest- 
ment in a new building until conditions 
become more stabilized. With proper 
planning many dealers can rearrange 
and redecorate their present quarters 
to make them serve their needs. 
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Many dealers have found that the 
loss of cash discounts through faulty 
handling of finances is a costly busi- 
ness leak. When the dealer wishes to 
obtain funds to take cash discounts, 
the bank can help him through cashing 
of contracts and receivables, getting 
him to adopt better collection methods, 
or recommending disposal of slow- 
moving merchandise. 

We also advise dealers not to tie up 
too much capital in accounts receiva- 
ble. Banks are more willing than ever 
today to finance good farm credits, 
which is their business. Dealers should 
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%& HISTORICAL NOTE 


Over 1,000 buildings destroyed 

. our store in very center of 
vast conflagration . . . heat so 
intense workmen unable to ap- 
proach our Herring safe for two 
doys after fire . . . ENTIRE 
CONTENTS SAVED! 

WILLIAM WALLACE'S SONS 

Richmond, Va. 

May 15, 1865 


















IN PREPARATION: ‘‘Progress in Protection."’ 
An illustrated history of devices men have 
used to protect their valuables from the cove 
man era to the present. Limited edition. For 
architects, bankers, executives. Please. re- 
serve (by letter) your copy now. Gratis. 





THE H-H-M TRADITION OF 
LEADERSHIP IS BASED ON 
PROVEN PERFORMANCE 


Draw a line around the equator. Circumscribe the 
opposing Arctic zones. Wherever commerce, industry, 
education have combined to create the need for pro- 
tection against fire or human avarice, the good 
name HERRING-HALL-MARVIN will be found on the 
name plate of the world's best Safes, Vaults, Vault 
Doors, Metal Cabinets and other protective devices 
that men must rely upon to safeguard their valu- 
ables and retain their peace of mind. 


HERRING-HALL-MARVIN SAFE C0. 


General Offices: Hamilton, Ohio 


BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Louis, Atlanta, Houston 


OTHER AGENCIES ALL OVER THE WORLD 


MANUFACTURERS OF BANK VAULT EQUIPMENT 
SAFE DEPOSIT BOXES 


BANK COUNTERS - TELLERS’ BUSES AND LOCKERS 
- NIGHT DEPOSITORIES - BANK AND OFFICE SAFES 





BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS—WEST POINT MILITARY RESERVATION 
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concentrate on making their profit on 
a rapid turnover of the goods they 
have to sell. 

The local bank can also be of great 
help to the dealer in the handling of 
accounts receivable. If slow accounts, 
or those long past due, are discussed 
with the banker, he can often suggest 
ways of collection or getting security 
to protect the dealer. Our bank has 
often collected funds for customers on 
delinquent accounts by the proper 
wording of a letter. A tactful reminder 
from a bank has far more effect upon 
the average individual than a letter 
from a dealer or merchant. 

The understanding banker can also 
use the personal approach. Recently 
a dealer was concerned about an un- 
paid account. I suggested that he let 
me ascertain if some dispute or mis- 
understanding existed, before he took 
any legal steps. When I talked with 
the customer he said he had merely 
neglected the account and would take 
care of it right away, which he did. 
Had the dealer rushed to an attorney 
instead of discussing the situation with 
me, a serious breach would have resulted. 

Many times our bank credit service 
has enabled a dealer’s salesman to 
whip what seemed ‘“‘impossible”’ situ- 
ations into bankable shape. When a 
deal is worked out which results in a 
profit for the dealer and a commission 


Records Visualized 
at Vertical Filing Costs 





VIS-U-ALL 


There are many types of Visible Indexes and Record Files, like your 
golf clubs, each one serves a definite purpose better than the others. 
**Y¥ and E” Vis-U-Alll is a type that gives Visible Utility to all forms 
of records.—It is the master file for Stock Control Records, Production 


Control Records and many types of Ledgers. 


**Y and E” Vis-U-All is an all way method for making records 
show the greatest number of facts at a glance without touching or 
removing a card.—Vertical Edge shows balances, etc. 
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for the salesman, they become boosters 
for the local bank. 

Our bank has frequently discounted 
contracts with dealers without their 
opening a commercial account with us. 
Since the dealer is not responsible for 
the paper we obtain from him, the 
question of whether he carries an 
account with us is secondary. In 
most cases we feel it is best that the 
dealer’s checking account remain in 
his home town. 


WE have done some flooring for 
dealers. It is profitable business 

and we expect to do more of it. In pre- 
war days most manufacturers had 
liberal flooring plans, which made it 
unnecessary for dealers to seek such 
facilities. It is probable that in the 
future more dealers will obtain such 
credit requirements from their banks. 
In the development of flooring oper- 
ations, we have found that the method 
used must be similar to those em- 
ployed for the flooring of automobiles 
or other branded merchandise. This 
involves a regular systematic plan of 
checking collateral on the floor of the 
dealer. We say: “It is our policy to 
check up about every three weeks on 
the merchandise financed.”” The dealer 
knows that this is a fixed policy of the 
bank, which prevents any misunder- 
standing or resentment. The amount 





Compact Light Portable Trays—25 inches 
long and 6 inches wide—Capacity 2464— 
Cards 6 inches wide—Visibility 1.2 inches— 
Collapsible sides to save space in Safe or Tub. 


Diagonal 


Edge names, addresses, credit rating, etc—Top Edge number, class- 


ification, etc. 


**Y and E”’ Vis-U-All cards are precision printed and perforated, 
insuring record uniformity and perfect operation. Write for complete 


information. 





YAWMAN A»? EF RBE MFG.C. 


ROCHESTER 3, N. Y. 


1044 JAY ST. 


Posting Stand and Portable Tray—Light 
rigid construction with caster bases—Port- 
ability easy and quiet—A height convenient 
for either hand or machine posting. 


Combination Desk with TUB Extended— 
Tub capacity three trays—Tubs equipped 
with easy running casters—easy portability 
to Posting Machine or for consultation— 
over all dimensions, 30x30x29'4. 


FOREMOST FOR MORE THAN SIXTY YEARS 
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of merchandise financed by flooring 
arrangements should be limited to the 
dealer’s sales and future sales possibili- 
ties. He should not overstock merchan- 
dise that might take a long time to sell. 

What about repossessions when loans 
go “‘sour?”’ In recent years any farmer 
unable to maintain his payments and 
whose financial condition did not war- 
rant his being granted additional time 
has been able to dispose of his equity 
without much trouble. We have had 
only a few cases; in fact, we have had 
only five actual repossessions in my 
twelve years at the Pleasanton bank. 
In each case the equity was sufficient 
to cover the expense incidental to 
repossession, reconditioning and resale. 
In some instances the dealer made 
more than the usual profit margin on 
the resale. 

In all our dealings with buyers of 
farm equipment we aim to maintain 
and strengthen friendly ties between 
the dealer and his customers, and 
friendly consideration during the col- 
lection period plays an important part 
in determining whether farmers speak 
well of the dealer. 

a 

A second article to follow, in the 

November issue of The Burroughs 


Clearing House, will discuss the credit 
problems in financing farm equipment 
sales for the farmer. 























HOW CAN BANKERS Third, insufficient consideration of indi- 


vidual employee’s working conditions; 
£ i § we } ad A T « —— Fourth, impractical use of basic materials; 


Fifth, inharmonious architectural treat- 


- costly emo? 


Most of these are sins of omission, rather 
than commission. Usually, neither the de- 





Only an experienced, specialized bank signer nor his client have sufficient special- 
designer can avoid the errors common to ized bank designing experience to sense 
the new quarters of so many banks. how far to go...or when to stop. 

What is a “costly error”? We have com- The result is frequently a major expendi- 
pleted a bank contract every ten days, on ture for “‘better” quarters, necessarily amor- 
the average, for over thirty years; so we tized over many years, which do not begin 
should know. We classify the five most approach the optimum in serving the 
common errors (although there are many bank’s true needs. 


more) as follows: 












First, insufficient changes in basic layout 
to appreciably increase efficiency; 


Second, inadequate provision for 
expansion; 


Citizens Trust Company 
Atlanta, Georgia 





L. D. Milton, President 







































































. Bawk Building ond Equipmerit Corporation 


OF AMERICA 
NINTH AND SIDNEY STREETS ¢ ST. LOUIS 4 MO, U. S. A. 
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FIGURING, ACCOUNTING AND STATISTICAL MACHINES 








s° Manufacturing 


Service Companie 


THEY ALL D 


It isn’t surprising that the great majority 
of banks, manufacturing concerns, public 
utilities and other types of business 
throughout the nation are listed as satis- 
fied users of Burroughs machines. 


For today, more than ever before, the 
alert executive in any business insists on 
quality—machines built with precision to 
operate with precision . . . designed to 
give years of trouble-free service. He 
likes to do business with.a concern whose 
range of products is broad enough to 
give him the greatest freedom of choice 
in selecting the right machine for every 


Concerns 
s° Retailers 


© BUSINESS 
WITH BURROUGHS 

































job. He wants to be sure that the manu- 
facturer can be depended on to keep 
his equipment in top operating condi- 
tion at all times. He welcomes new ideas 
on office routines and procedures that 
will help him make greater savings in 
time, money and effort. 


When any executive assays the value of 
finer products . . . the most complete line 
of machines . .. outstanding maintenance 
service...experienced technical help and 
counsel— it's sure to add up to Burroughs. 
For Burroughs’ leadership is built by meet- 
ing not one, but all of these requirements! 


BURROUGHS ADDING MACHINE COMPANY ¢ DETROIT 32, MICHIGAN 


This Aluminum Company of America installation of Burroughs Computing- 
Billing Machines is just one of thousands found in offices throughout the world. 
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